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It’s a COUNTER DISPLAY! 
It’s a SHIPPING BOX! 


Handy Coils have set a new fast pace 
in rope merchandising. Jobbers and 
dealers have stepped up their volume 
and profit—in Handy Coils (and in 
large coils). 

Now, Handy Coils come to you mill- 
fresh in factory-sealed boxes. The box 
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opens into an attractive counter sales 
display. There’s worthwhile volume in 
small-size ropes—and Handy Coils are 
the best way to get it. Write for complete 
information and delivery schedules. 


Specify ‘‘American Brand”’ 
when you buy fuil coils. 


American Manufacturing Company, Brooklyn 22, N. Y. 


Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 
SALES OFFICES: BOSTON « CHICAGO + HOUSTON + NEW ORLEANS « PHILADELPHIA « SAN FRANCISCO 





Stivrlive PRESENTS 


THE FIRST COMPLETE BOOK 


ON MILKING PARLOR SYSTEMS 


This Booklet FREE to Your Customers 


This new 40-page booklet gives farmers de- 
tailed information, COMPLETE floor plans and 
equipment requirements for various arrange- 
ments of milking parlors, milk house units, 
loose housing systems, stanchion barns and 
panel stanchions. You, as a Starline dealer, 


will win scores of sales from customers who, 


send for this booklet. Write immediately for 


a copy. 
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THE ALL STAR LINE UP OF MAGAZINES 
THAT WILL SELL STARLINE FOR YOU 


Country Gentleman 
Farm Journal 
Successful Farming 
Progressive Farmer 
Hoard’s Dairyman 
Pennsylvania Farmer 
Rural New Yorker 


The Farmer 

Ohio Farmer 

Prairie Farmer 
Wisconsin Agriculturist 
Michigan Farmer 

New England Homestead 
Pacific N.W. Farm Quad 


National Grange Monthly 





te STARLINE’S ORIGINAL 


BARN PLANNER 


Starline will, in 1951, continue to 
offer its popular Barn Planner to 
farmers. These farmers will, in 
turn, plan their building or re- 
modeling with Starline equip- 
ment. All inquiries are referred at 
once to dealers. Here again are 
bigger sales for Starline dealers. 


| STARLINE | 


—” 
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cme STARLINE, INC. 


STARLINE BARN EQUIP- 
MENT SALES-MAKER 


A three-sided display of Starline 
Barn Equipment that sells on-the- 
spot for you! Requires little floor 


space — yet displays 39 products, 


sales-getter! 
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20 sales helps. Capitalize on this 


YALE isar 


HARDWA! 


Hardware Age, 
Post Office at P 


These YALE items , 


go over 
without a bang! 








says Mr. G. S. Troxler 
523-525 South Elm St., Greensboro, N. C. 


“YALE really gave me a winner for spring and summer 

selling with this Airliner Door Closer and Push-Pull 
Door Catch. Since I've been showing my customers 
how easily and inexpensively yALE can take the slam 
out of screen doors—my sales have been going over 
—without a bang!” 


YALE 506 AIRLINER Door Closer... YALE 1011 Push-Pull Catch 








This slam-stopping team makes a big hit with customers everywhere. 
A natural for tie-in sales with screening and other seasonal items! 
An excellent package to feature in your spring promotions because 
it offers a well-known quality brand at a price that makes customers 
look twice. For additional information, write us today—The Yale & 
Towne Manufacturing Co., Dept. S-105-3, Stamford, Conn. (In 
Canada: St. Catharines, Ontario. ) 


QUIP- YALE AIRLINER YALE PUSH-PULL CATCH 
For Quick, Quiet Closing Action For a Sure Holding Lock 
K E R ¢ Easy to install and adjust * Positive, heavy duty catch 
Starline * Fits on right or left hand doors + Works on screen and combination 
are —inside or out doors 
on-the- ° ee only 2” space between Quick to install 
oors 
tle floor 2 : ¢ Rustless metal 
e Adjustable spring completely con- 
roducts. cealed * Works easily, no knob to turn 
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A COMPLETE 
SELECTION OF 
CABINET LOCKS 

FOR YOUR CUSTOMERS 
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| on A ndable line of cabinet locks 
Es SG) ig somelenion ot ee end tyme ot eget 
Zz a a iis i, i ‘go meef/a wide variety of needs. 


THE EAGLE LOCK cc MPANY Subsidiary of Bowser, Inc., TERRYVILLE, CONNECTICUT 
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Back of dependable STARRETT Mechanics’ Hand 
Measuring Tools and Precision Instruments, Dial 
Indicators, Steel Tapes, Precision Ground Flat 
Stock, Hacksaws, Band Saws and Band Knives 
stands a dependable sales and service organization 
- alert, intelligent, ready to help you with any sales 
or application problem. Every man in the Starrett 


Starrett 


Stock and Sell the Complete Line 
MECHANICS’ HAND MEASURING TOOLS AND PRECISION 
INSTRUMENTS + DIAL INDICATORS - STEEL TAPES 
PRECISION GROUND FLAT STOCK - HACKSAWS, 
BAND SAWS and BAND KNIVES 


THE L. S. STARRETT CO. - 





6 





550 YEARS OF SALES EXPERIENCE AND 
SERVICE TO DISTRIBUTORS 





THIS STARRETT SALES ORGANIZATION 
is dedicated to building sales and profit for you 













World’s Greatest Toolmakers * 


sales organization has topped wide experience in 
industrial selling with long service on the Starrett 
team. Together they represent combined experi- 
ence totalling more than 550 years. Strategically 
located throughout the country, they stand ready 
to serve you promptly, efficiently and to the best of 
their very capable ability. 


VISIT STARRETT BOOTH No. 519, TRIPLE INDUSTRIAL SUPPLY CONVENTION, SAN FRANCISCO, JUNE 11-13 


WORLD'S GREATEST 
TOOLMAKERS 

4 The L. S. Starrett Company 

occupies the largest plant in 

the world devoted exclu- 

sively to the production of 
precision hand tools, dial indica- 
tors, steel tapes and rules, etc. 
@ Production of hacksaws, band saws, 
band knives and precision ground 
flat stock is now streamlined in a 
new, modern building. 


ATHOL, MASSACHUSETTS, U.S.A. 


HARDWARE AGE, MAY 31, 1951 











Ne 
Co 


Nol 
CVOI 
price 
retail 
chaot: 
these 

Thi 
invol\ 
ceede 
in th 
happe 
the li 

If 
two 1 
tions, 
first 
burea 

By 
line f 
and } 
ment, 
freeze 
or yo 
Lates 
be fo 


may 
failin 

An 
never 
its pe 
heade 

Yor 
for t 
the r 
minis 
learn 
also | 
since 
He ¢ 
came 





‘Con 


HARI 












ein 


‘rett 
eri- 
ally 
ady 
it of 


E 11-13 


EST 
) 
mpany 
lant in 
exclu- 
ion of 
indica- 
Ss, etc. 
j saws, 
round 
dina 


le s. A. 


1, 1951 














Never Have So Few 
Confused So Many 


None of us who are charter members of 
CVOPA* can recall any time during the hectic 
price control period of World War II when the 
retail hardware price control situation was so 
chaotic and so completely balled up as it is as 
these words are being written. 

Through a series of events too complicated and 
involved to be described here in detail, OPS suc- 
ceeded in so confusing the situation that no one 
in the trade had the slightest idea of what was 
happening nor what he should do about preparing 
the list price charts required under CPR 7. 

If you could have been with us over the past 
two weeks, listening in on our phone conversa- 
tions, reading our mail, you would have seen 
first hand what happens to an industry when 
bureaucracy goes on a rampage. 

By the time you read this, the original dead- 
line for filing the price charts will have passed, 
and you will be operating under a new amend- 
ment, you may be back under the original price 
freeze, or you may have an extension for filing, 
or you and some 35,000 other hardware dealers 


Latest 1 news on the OPS price control situation will 
be found in the Price and Priority Digest, page 80. 


may be, in effect, in contempt of the law for 
failing to meet the deadline. 

And the great pity of all this is that it need 
never have happened if OPS could have replaced 
its political thinking with common sense; its bull- 
headedness with reason. 

You can thank Mr. DiSalle and his top advisers 
for this sad situation, for he chose to ignore 
the recommendations of those OPS men who ad- 
minister the order and who have had a chance to 
learn first hand the problems of the trade. He 
also chose to ignore the recommendations of the 
sincere, hardworking retail advisory committee. 
He also ignored the hundreds of protests that 
came in from dealers all over the country. 


*Confused Veterans of OPA 
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Informal Editorial Comments 









By W. A. Phair 


As long as Mr. DiSalle persists in this attitude, 
and until an order is written that is practical and 
workable, every hardware dealer in this country 
must, for the good of his own future, bring to 
bear on Mr. DiSalle every pressure at their com- 
mand. One very effective way to start this is to 
write to your Congressmen and tell them exactly 
what OPS is doing to the independent hardware 
retailer. 

Mr. DiSalle has suggested that he is a poli- 
tician, not an economist; so let the retail hard- 
ware trade speak in a language he best under- 
stands. If every hardware dealer were to write, 
today, to his Congressman, it is a sure bet that 
OPS would correct the situation, and fast. 

Many dealers have already written to OPS and 
to their Congressman. But too many have put it 
off. Write that postcard now. And send us a 
copy of your remarks so that we may publish 
them and give them national attention. If you 
fail to take action now, you will pay for your 
laziness for a long time to come. 





Top Brass of OPS 
Needs Facts of Life 


Every hardware dealer we have spoken to is 
firm in his belief that steps must be taken to 
control inflated prices and each is more than will- 
ing to assume his fair share of the responsibility 
for controlling prices. But OPS is demanding 
that he carry a load that he is not equipped to 
carry under any circumstances. And when the 
hardware trade suggested alternate means of 
achieving control which could be carried by a 
dealer, it was treated to a series of contradictory 
statements that left the trade completely con- 
fused and totally at sea as to what it should do. 

First dealers were led to believe that CPR 7 
would be suspended for small retailers and they 
would be put back under GCPR until a special 
order was written. Then they were told that the 
volume exemption of CPR 7 would be raised to 
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$60,000 from $20,000. They heard that a special 
order was being considered which would make 
use of manufacturers’ and/or wholesalers’ price 
lists. A dozen other variations, many the con- 
sequence of too ambitious gossip, were also heard. 

Then Mr. Di Salle finally said officially that he 
doesn’t like the idea of an exemption, that the 
hardware trade is crying before they’re hurt. He 
told his OPS hardware order administrators to go 
back and get another idea. By the time you read 
this you should know what this new idea is. But 
unless it is a workable order, it must be fought 
through to the end. 

In the meantime, those dealers who feel that 
they can solve their problems by returning to 
GCPR are making a big mistake. GCPR, as it is 
now written, makes no arrangements to prevent 
squeezes on retailers caught between rising cost 
prices and frozen selling prices. GCPR needs 
modification before it will be workable. 

It is difficult to understand how such a mess 
could be created when OPS has in its hands a 
clear picture of what the hardware trade’s prob- 
lems are. A hard working, experienced advisory 
committee has told them that. A large whole- 
saler has put considerable time and effort into 
developing, in cooperation with their dealers, vari- 
ous well considered proposals for a workable law. 
Our experience indicates that those OPS men 
who are in contact with the trade understand 
and are sympathetic to the problems of the hard- 
ware trade and agree that a change in CPR 7 is 
necessary. But these ideas just can’t pass the 
top brass of OPS... and thus this $21 billion 
retail hardware trade is thrown into complete 
confusion. 





There Are No Secrets 
To How OPS Rules Work 


In our search for better ways of explaining to 
our readers the meaning of OPS rules, we have 
investigated a number of advisory services and 
other organizations purporting to have discovered 
secret, simplified means of complying with price 
control regulations. Thus far we have not been 
able to discover any information which was not 
already available and in most cases already 
published. 

There are no secret short cuts to OPS regula- 
tions. If there were, OPS would suggest them. 
While OPS does seem to go out of its way to 
write confusing orders, it must be said, in all 
fairness, that they also go out of their way to 
help explain them. And such explanations are 
public information and we will pass it along to 
you immediately. 

If you receive an offer to sell you secret infor- 
mation on OPS rules, keep away from it. Check 
with your Better Business Bureau. Check with 
your wholesaler. The best advice is simply don’t 
invest money in these promises; you’ll most likely 
be throwing it away. 

There are many sources of information avail- 






able to a dealer. HARDWARE AGE has answered 
hundreds of letters and has distributed thousands 
of copies of OPS forms and orders. We have 
answered phone calls and telegrams without num- 
ber. We are glad to do this and we want every 
dealer to feel free to get in touch with us if he 
has a problem. If you are in a hurry, wire us, 
or phone us. Our New York City phone number 
is Murray Hill 5-8600. Ask for Mr. Wild, or if 
his phone is busy, ask for the Editor. 

If you write us, please be sure to give us as 
many of the facts as you can. It will save time 
in getting you the answer. 

You can also get accurate information from 
your local or regional OPS office, from your local 
Chamber of Commerce, or from your state hard- 
ware association secrétary. 





Co-op Tax Drive Needs 
Final Push Now 


As the pressure to tax the co-ops grows in 
strength, so does the counterattack by the co-ops 
and their powerful lobby. Proof that the prospects 
of passing laws that would tax the giant co-ops 
are better today than ever before is reflected in 
the current drive by co-ops to flood Congress with 
letters opposing such laws. The co-ops are appeal- 
ing with great urgency to their members to write 
Congress. 

“Your Co-Op’s in Danger—Act Now,” they tell 
their members. 

“Our friends in Congress are virtually pleading 
for letters from co-op people,” they add. 

The co-ops are old hands at flooding Congress 
with letters. But there is no good reason why 
they should be able to do any more than the in- 
dependent merchant .. . if the independent, tax 
paying merchant will just take enough time to 
strike a blow for tax equality. 

Write now, a letter or a post card, it doesn’t have 
to be long or elaborate. Just tell your Congress- 
man how you feel about the need for taxing the 
co-ops. Do it now, before it’s too late. 





Yule Catalogs Stress 
Gift Certificates 


We were rather impressed by some facts devel- 
oped by a recent study of Christmas catalogs 
issued by department stores. This survey, con- 
ducted by Ralf Shockey & Associates, showed that 
42 pct of these catalogs promoted gift certificates, 
and 77 pct of the catalogs contained order blanks. 
From the viewpoint of the number of items listed, 
housewares was given top billing, with $2.95 being 
the strongest price point. 

Those facts are worth remembering when you 
start work on your Christmas consumer catalog. 
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Lockwood now adds this 


secure, smooth working, 
easily installed cylinder 
screen and storm door lock 
to its outstanding line of 
screen door hardware. With 


fly-time just around the 
corner, Lockwood dealers are hurrying in their orders for their seasonal 
requirements. In spite of many uncertainties in the days ahead, a few things 


we can be sure of... 


warm weather. 


. insects . 





No. 8596 A new, neat and compact screen and storm door 
lock in polished or dull brass finish with cylinder operation 
outside and slide button inside. Each locks both knob and 
lever. Easily installed in bored mortises. Reasonably priced 
for volume sales. 


. and a profitable de- 


mand by the public for these essential seasonal items. 





No. 5597 Tubular screen door 
latch set, in wrought steel, dull 
brass finish. Latch bolt is oper- 
ated by knob or lever; slide stop 
inside deadlocks knob. For use 
on right or left hand doors. 
Backset 13/,”. 


No. 4115 Rim type screen door 
latch set, with wrought steel trim, 
dull brass finish. Latch case is 
cast iron, dull brass finish. Latch 
bolt is operated by knob or lever; 
slide stop inside deadlocks knob. 
For use on right or left hand 
doors. Backset 11/4”. 








No. 3001 Senior, medium grade 
closer offering excellent value at moderate 
cost. Slightly smaller than DeLuxe model. 
Has protective cushion spring. Pearl gray far. Attractive design, finished in durable 


finish. Reversible. 





No. 5599 Mortise type screen 
door latch set, with wrought steel 
trim, dull brass finish. Latch bolt 
is operated by knob or lever; 
slide stop inside deadlocks knob. 
For use on,right or left hand 
doors. Backset 11/4”. 








No. 3002 DeLuxe, extra heavy 
enclosed spring. Extra cushion spring prevents 
damage when door accidentally opens too 


pearl gray. Reversible. 


Both closers are packed with complete instructions for installation. 


BE SURE TO PLACE YOUR ORDERS NOW FOR THIS HIGHLY 
SALEABLE, SEASONAL HARDWARE. 


The merchandise offered in this advertisement is subject to any Government restrictions or limitations imposed. 
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NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


If Price Relief Comes—It's Due 
To Grass Roots Protests to OPS 


Hardware retailers could justifiably have come to 
the conclusion last week that the government would 
rather talk about the hardships of price controls than 
act to correct them. 

Despite protests of thousands of small retailers to 
Price Boss Mike DiSalle relating to the burdensome 
record-keeping requirements of CPR 7, OPS has done 
little more than talk about easing their problem. 

It is known that Mr. DiSalle turned thumbs down 
on a proposal to exempt from CPR 7 all sellers of prod- 
ucts covered by the regulation whose sales of products 
covered is under $60,000, or whose total store sales 
are under $100,000. Mr. DiSalle said he had not been 
convinced that such an exemption was necessary. 

A new approach to the problem, under which sellers 
of products covered by CPR 7 would be permitted to 
return to the General Ceiling Price Regulation was 
being discussed at top OPS levels last week as a com- 
promise solution. OPS believes that this action would 
remove the curse of record-keeping, but the agency 
offers no solution to the pricing inequities that would 
be forced on the retailing trades. 


OUTLOOK—Price_ relief—when it comes— 
will probably come about principally as a re- 
sult of grass-roots protests brought to the 
attention of OPS through such industry ad- 
visory committees as the Hardware Retail 
IAC. Never underestimate the power of your 
committee representatives. OPS, like all gov- 
ernment agencies, ultimately places political 
considerations ahead of economic considera- 
tions. Retail price-control CAN be made 
workable if OPS is made fully aware of the 
facts of life among retailers. 


CMP Expected to Allocate Metals 
For Some Hardware, Farm Items 


The big question confronting control officials, as 
well as manufacturers, is: Just how much cutback in 
civilian hard goods production will be brought about 
by imposing CMP? , 

First tabulations of requests for CMP materials 


10 


indicate that about one-third more steel will be asked 
for during the third quarter than is being pro- 
duced, according to Edwin T. Gibson, DPA head. The 
excess of demand for copper and aluminum during 
the quarter will be even greater than for steel, he 
predicts. 

But even after considering these facts, he says, non- 
rated manufacturers can figure on getting about two- 
thirds as much steel—but not as much copper and 
aluminum—for their consumption during the third 
quarter under CMP. This may have to be trimmed by 
an additional 10 pet for the fourth quarter. 

Of course, it is carefully pointed out, this cutback 
of one-third in non-rated consumption of steel is only 
applicable as a whole for all industries. In some lines, 
the cutback will be considerably heavier. For instance, 
the NPA has directed the steel mills to increase their 
set-asides of structural steel to 68 pct of production, 
for some types of sheet to 80 pct, and so on. 

It is estimated, however, that about 2,000,000 tons 
of steel a month will be available for consumer dura- 
bles production during the third quarter. Roughly, 
this is about one-third less than was being consumed 
by these industries during the period immediately 
preceding the Korean crisis. And it is on this latter 
basis that DPA is basing its rough estimate of a cut- 
back of no more than one-third for non-rated products. 

This reasoning, however, is seen by some as not 
taking into account any provision for reserve steel 
pools to be drawn on in an emergency. These are 
seen as a certainty. Nor does it take into account the 
special supporting programs which might have to be 
broadened or for addition of new programs. 

An attempt by NPA to trim steel supplies for the 
supporting programs—by diverting some of the steel 
for increased set-asides away from them—has been 
met with prompt resistance. On Capitol Hill, a group 
of senators are prepared to register sharp protests. 


OUTLOOK—While the fight goes on for divi- 
sion of rated and non-rated steel, NPA offi- 
cials are saying that as a whole there is a 
fairly adequate supply of most hardware items 
in sight. There are area shortages of specific 
items, such as nails and wire screen cloth. But 
builders’ hardware, hand and garden tools, 
farm equipment and many other hardware 
goods will be given allocations through CMP. 
Present plans look to keeping this type of pro- 
duction high. 


(Continued on page 78) 
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peuother Girthday! Another “thank you” from Master to our 
Jobbers and Dealers for their Loyal Support! 


as our fourth decade gets under way, we extend sin- 
cere thanks to our jobber and dealer friends for their 
loyalty and support over the years... and re-pledge 
our support to the independent hardware trade. 


Progress is a team affair! And in no field is there 
a stronger team than the hardware trio — manufac- 
turer, jobber and dealer. For 30 years we at Master 
have been proud of our place on that team. Now, 


4} 


Master Jock Company, Milwaukee 45, Wis. ¢ Worl 





LATEST INFORMATION ON NEW 


Pruning Saw Line 


A new line of six pruning saws 
has easily-sharpened, spear-point 
teeth of Swedish charcoal steel that 
cut all kinds of wood. Weather- 
resistant plywood handles conform 
to the hand. No. 826 is a general 
heavy duty 26-in., 6-point saw; No. 
922 is a narrow-bladed 22-in. 5% 
point saw, and No. 622 is a curved 
pruner with 22-in., 5 point blade 





and featuring draw-cut action. Also 
available are No. 1030, a bull saw 
with a 30-in., 4144 point blade, and 
No. 514, narrow-bladed curved 
pruner with 14-in., 8 point blade 
and long handle. No. 424 is a 
Swedish-type bow saw with replace- 
able 24-in, blade set, sharpened for 
pruning and general duty. Seymour 
Smith & Son, Inc., Oakville, Conn. 


Portable Stud Driver 


A 32-cal. blank cartridge pro- 
vides sufficient controlled power 
for this new Model 450 stud driver 
to drive a stud into concrete, steel, 
wood, brick, asbestos siding and 
roofing and other structural mate- 
rials. Weighing only five pounds, 
the driver has a very low recoil, 
makes no more explosive noise than 
a pop-gun, and a firing pin indica- 








12 


tor shows whether or not the gun 
is cocked. Various safety devices 





insure maximum protection. Four 
general types of studs vary in 
length from % to 2%4 in. long and 
are specially developed steel alloy 
that resists shattering when driven. 
Remington Arms Co., Inc., Bridge- 
port, Conn. 


Lawn Sprinkler 


The dial nozzle of this new lawn 
sprinkler, Green Spot Weather- 
Matic, can be set to water an area 





radius of 10 to 50 ft. When the noz- 
zles are set for bigger areas, rota- 
tion is automatically slowed down, 
providing the proper water cover- 





PRODUCTS AND SERVICES 


age for the area. Harmful washing 
is eliminated at small-area settings. 
Polished chrome arms spin freely 
on ball bearings, and the green- 
enameled cast-iron base is rust- 
proof. Moving parts are brass. 
Scovill Mfg. Co., Waterbury 20, 
Conn. 


Automotive Tools 


There are three new Proto spe- 
cial automotive tools. One is a duel 
purpose lock-ring No. 250 plier, 
434 in. long with a 114 jaw spread. 
Serrations of the jaws prevent slip- 





page, and a strong spring holds the 
jaws together. The No. 5209S 
Dynadrain socket is a % in. drive 
socket wrench with 9/32 in. square 
opening for turning the % in. 
drain plug with 9/32 in. square 
head on Buick Dynaflow torque 
converters. No. 2007 is the Chevro- 
let brake adjuster. This tool has a 
45 deg. spoon, 1 3/16 in. long and 
a 15 deg. spoon, 1 7/16 in. long. Sev- 
eral improvements have also been 
made in five Proto tappet wrenches, 
Nos. 3425-3440. Plomb Tool Co., 
2209 Santa Fe Ave., Los Angeles 
54, Calif. 
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Fire and Mothproofer 


This new product, called Cedar- 
Lux, permanently mothproofs and 
fireproofs closets, chests and 
drawers. It is made of the heart 
of red cedar, to which concentrated 
oil of red cedar and other chemicals 
have been added. Available in 
powdered form to be mixed with 





water. It is painted or sprayed on 
any surface and dries to a coat 
harder than plaster that can be 
planed or sawed and will take nails 
or screws. The 5-lb can retails at 
$5.96 and the 10-lb can retails at 
$12.95. Cedar-Lux Products Co., 
703 Main St., Kansas City, Mo. 


Stove and Table Pad 


This all-purpose Gingham Gar- 
den stove and table pad ties in with 
other Gingham Garden related 
merchandise, kitchenware, rubber 
mats, etc. The design has gay nas- 
turtiums on white setting, with a 
gingham border in red or yellow 
checks. The pad is Pro-Tex con- 
struction with a sheet steel top, 
air-cell insulation and _ protective 





asbestos backing. There are four 
sizes: 18x20 in., retailing at 89c; 
1514x20 in., retailing at 89c; 14x17 
in., retailing at 69c, and 7x7 in., 
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retailing at 20c. Ballonoff Metal 
Products Co.,:1820 E. 37th St., 
Cleveland 14, Ohio. 


Fisherman's Knife 


This new model of T-29 Ka-Bar 
fisherman’s knife features 2 mag- 
netized tip at the end of the hook 





disgorger, which lifts flies from 
the tackle box quickly and safely. 
Included is a long sharp blade of 
high carbon stainless. steel, a 
scaler, bottle opener, and a carbo- 
rundum hook-sharpening stone set 
into the plastic handle. There is 
(Continued on page 60) 
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A new attractive counter dem- 
onstration display for the Wall- 
Aire four-in-one bathroom appli- 
ance makes an animated demon- 


snvarcowet How 
FRESH WD-RIRE 





stration of the unit. The simulated 
bathroom tile wall is on a black 
and yellow base with storage space 
for hand-out literature. The dis- 
play is heavy weight permanent 
wood, finished in blue, white, black 
and yellow, with mounted photo- 
graphs of the unit in use. Available 
with the purchase of two Wall-Aire, 
Model 300 units. Fresh’nd-Aire Co., 
221 No. LaSalle St., Chicago 1, Ill. 


Toy Catalog 


A new five-color, 36-page catalog 
features the company’s entire wheel 
toy line, with more than 42 models 
of autos, tractors, wagons, attach- 
ments and accessories. There are 
many illustrations and detailed 
specifications, sales data and copy 

(Continued on page 72) 
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Retail Business 
Shows Improvement 
After Mild Setback 


A mild improvement in retail 
sales is being reported from most 
sections as spring buying hits its 
stride. The improvement is not 
large, but does suggest that the 
trade is slowly getting out of the 
sluggishness of the past several 
months. Hardware and building 
trade lines appear to be faring 
better than most lines. 

Latest report from the Bureau 
of Census covering a_ selected 
group of large independent retail 
hardware stores shows that these 
stores had sales in April 13 pct 
ahead of April a year ago and 1 
pet ahead of March of this year. 

While some of this gain un- 
doubtedly represents normal sea- 
sonal improvement, there are signs 
that consumers are beginning to 
exhaust some of the merchandise 
bought during the heavy scare 
buying of last year and will be 
back in the markets again. 

In addition to this factor, the 
recent additional cuts in steel and 
other raw materials to funnel 
greater quantities into defense 
production may act to again in- 
crease anticipatory buying by con- 
sumers. 

Most authorities still feel that 
dealers should maintain good in- 
ventories, but not as heavy as the 
unbalanced stocks that existed last 
fall. It is very important that 
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» Hardware Prices Up Only 1.15% 
» More Guarantees Against CPR 22 Losses 
» Court Ruling Hits Fair Trade 


dealers keep their cash balances 
in a condition to enable them to 
take their normal discounts, etc. 
The higher operating costs faced 
by all dealers this year make it 
doubly important to take advan- 
tage of every factor that contrib- 
utes to a better margin of profit, 
and cash discounts loom large in 
that picture. 

The recurrence of peace scares 
was reflected somewhat in various 
Ways over the past week and if 
reports of the possibility of peace 
in Korea continue, it is possible 
that this may have an effect of 
slowing down sales again. 

From present indications, the 
third quarter should see a very 
definite tightening in supplies of 
many consumer durable goods 
which at present are in fairly good 
supply. 


Court Ruling Hits 
Fair Trade Laws 


The Supreme Court last week is- 
sued an opinion which said, in ef- 
fect, that state Fair Trade laws 
could not be used to force retailers 
who do not sign Fair Trade agree- 
ments to sell only at Fair Traded 
prices. 

This decision was made in a case 
involving a Louisiana supermarket 
that sold certain brands of Fair 
Trade whiskey at less than Fair 
Trade prices, and who had not 
signed a Fair Trade agreement. 
The suit was brought by two pro- 
ducers of whiskey. 

While the full significance of this 
new ruling has not yet been de- 
termined, it was generally believed 
that it would have a serious effect 

(Continued on page 98) 


Dealer Prices Advanced Only 1.15% 
In Three-Month Period to April 30 


The price of hardware, to deal- 
ers, rose only slightly—1.15 pet— 
between Jan. 2 and April 30, when 
the Salt Lake Hardware Co., Salt 
Lake City, Utah, completed its pe- 
riodic price study of an identical 
number of hardware store items. 

The dealer cost value of 428 
items increased from $4,819.99 on 
Jan. 2 to $4,875.43 on April 30, 
which was a much smaller in- 
crease than there had been in the 
two previous periods. (See chart, 
page 100). 


The leveling in prices was un- 
doubtedly due to the effect of the 
general price ceilings which took 
effect. 

Prices were actually lower than 
they were three months previously 
in three categories. These were 
plumbing items, except enamel- 
ware (—4.48 pct) ; machinery items 
(-3.48 pet), and electrical wiring 
supplies (—2.50 pct). 

There was only a minor increase 

(Continued on page 100) 
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SET IT UP—THEN WATCH 
E DOLLARS ROLL IN! 


Creates sensational daily volume on im- 
pulse and reminder sales because it’s so 
easy for your customers to SEE, COM- 
PARE AND BUY! Displays big assort- 
ment of Top-Quality, amazingly low- 
priced Challenger Tools oan are in 
everyday demand for 1001 uses around 
home, shop, farm and garage. Over 100 
separate items—pliers, wrenches, sock- 
ets and attachments, ratchets, etc.—in 
addition has 15 complete wrench sets 
in clips and socket sets in colorful tool 
boxes. Each item price-marked on unit 
...a Perpetual Self-Seller with prompt 
“fill-in’’ stock available. Send coupon 
(below, left) today for complete. details, 
prices and name of your nearest jobber! 


% DURABLE, AMAZINGLY-COMPACT 
METAL DISPLAY measures only 2 ft. on 


each side. 
od Y ie (eee \ 4 4k COMPLETE ASSORTMENT —COM- 
si — saith cS PETITIVE PRICES...outstanding values 


effect TO 7 Ven enn Se assure rapid turnover. 
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in material or workmanship. 
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GERBER line can the 
do for you! Hardware Dealers a 1 
bathroo 

Check these Gerber Advantages ell Je fitable tion for 

V A complete line... including sinks, are building a pro — | 
cabinets, shower stalls, pottery, hun- items - 
dreds of brass fixtures. No need to S tures f 
carry many different lines. CEMENT BUSINES the luc 

V¥ A known name ... the Gerber line is REPLA Gerbe! 
recognized and accepted by plumbers, no scr‘ 


contractors and the public as out- 
standing in quality. 


with the 
Complete 


GERBER line 


y Dealer support... with Direct Mail 
Pieces, Cuts for Ads and Catalogs, 
Point-of-Purchase Give-Aways, En- 
velope Stuffers. Gerber ads work con- 
sistently to build greater acceptance 
for the line. 


V Priced right... to give you quick 
turnover, high profit margin. Brass 
items insure year ’round business. 
Showers, closets, lavatories, give you 
big-ticket sales. 


\ No delays. ..5 strategically located 
factories speed shipments to your 
Jobber so that he can quickly replen- 


ish your stock, serve you quickly on ' 
special items. 











Ceramic specialists check Gerber 
Vitreous China through every step 
in the manufacturing process. Skilled 
inspectors examine all Brass prod- 
ucts again and again. ALL GERBER 
PRODUCTS ARE FULLY WATER TEST- 
ED . . . FULLY PROTECTED BY THE 
GERBER WARRANTY! 


. of the Replacement Plumbing 
Fixture Business. For your conven- 
ience, the Wholesale Jobber Has 
Gerber Fixtures . . . Every wanted 
item in Steelware, Brass Fixtures, 
Vitreous Chinaware, Shower Stalls. 
MAIL THE COUPON RIGHT NOW, 
FOR THE NAME OF YOUR NEAREST 
GERBER DISTRIBUTOR. 


i aell 
—= 
FULLY GUARANTEED >’) Ger your SHARE ee FIVE MODERN 
—— sap FACTORIES 


TO SERVE YOU... 
Gerber Enterprises operates five 
centrally located factories, each fully 
equipped and ready to serve you 
quickly, efficiently. Gerber products 
are packed in Gerber-made crates 
. shipped promptly in Gerber’s 
own trucks. 


GERBER ENTERPRISES 232 North Clark Street, Chicago 1, U.S.A. © New York Office: Empire State Bldg., Suite 7322, 350 Fifth Avenue 
WOODBRIDGE, NEW JERSEY « 


KOKOMO, INDIANA © 


DELPHI, INDIANA ° 


PLYMOUTH, INDIANA 
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In the full Gerber Line, you get i 
rough-in closets, but a wide range 
ment 10" and 14" 
your custom 
bathroom fixtures . - 
tion for replacemen 
Tanks and bowls availab 
items . . _Small sizes 1 
tures for space-saver i 
the lucrative “9nd Bathroom 
Gerber Shower Stalls are complete 
no screws, bolts or othe 
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plumbing fixture line for the hardware trade. 


Sure Business Builder 
GERBER 
QUALITY BRASS 


Gerber solid, one-piece brass fixtures 
are made with all parts completely 
renewable without removing fixture 
from the installation. All Gerber Brass 
is tested and guaranteed. There are 
actually hundreds of wanted items in 
the Gerber Brass line. 





AER IR exreRPRISES 


232 N. Clark Street, Chicago 1, Illinois 


[]Please send name of Wholesaler nearest me, handling the 
Gerber line. 


(_]! would also like a Gerber Plumbing Fixture Catalog. 
Nome_ 


Title. 


Company or Store Name- 


Address__ 
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“- /— nationally known 


BOK ER HANDY hs =~ for quality 
KITCHEN KIT ~ nationally advertised 
Three “MOST USED” Kitchen Tools to boost your Sales 


in a Handsome Walnut Wall Case 


Women can’t resist this combination: 


1. Junior Chef All-purpose Knife. 2. Paring 























There are two good reasons for stocking Accurate Tapes. 
One —they’re nationally known for quality and have 
been for over a quarter century. Two — national adver- 
tising reaches tape users everywhere, keeps them out 














Knife — Both are hollow ground, razor in front in tape sales year after year. Added up, they 
sharp with genuine pakkawood handles. mean more tape sales, bigger tape profits for dealers who 
3. Chrome-Plated Kitchen Shears of un- display Accurate Friction and Rubber Tapes. Start 


cashing in on the big demand, now. 


breakable, hot drop-forged crucible 
steel. Here’s a tool with a hundred 
uses. Slip-proof, serrated edges / 
for cutting vegetables, fish, fowl 
or meats. It’s also a bottle 
opener, nut cracker, screw 
driver, tack hammer — 
all in one. Every wo- 
man wants it on sight. 





PROMINENTLY — 
DISPLAY THEM 


ACCURATE TAPES 
SELL THEMSELVES! 


é& 
Most JOBBERS are in a position 
to make immediate delivery of 
this fast-selling item. Order today 








— you'll make profits tomorrow! Warehouse stocks and agents strategically located throughout 

the nation. For name of representative nearest you and a copy 

(HE) ad ae ee = Garten Yostes ene of the new illustrated Accurate catalog, write ACCURATE 
sh Kitchen Shears, Kitchen Sets, etc. MANUFACTURING COMPANY, GARFIELD, NEW JERSEY. 


H. BOKER & CO., INC. | IF IT’S TAPE... 1T WILL PAY YOU TO MAKE SURE — 
d 1837 
=” ACCURATE TAPE Ge 


101 Duane Street New York 7,N. Y. 
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"'We Believe this is the 
Lull Before the Storm’”’ 





LREADY there are signs of drastic reduction of inventories by 
A retailers. 

We feel that we must report to you what the overall situation seems 
to be as far as Revere is concerned so that you may plan accordingly. 

Defense and rearmament are going ahead—no matter what the 
immediate international development may be. But we haven't begun 
to feel the impact of the programs yet. That's because it takes months 
to set up the machine tools. And the manufacturer doesn’t order his 
raw materials until he knows when he'll be ready to produce. 

So the breather we're going through is just the lull before the storm. 
Stainless steel has been in very short supply. The coming months will 
produce even greater shortages of stainless steel, and this can only mean 
less production of Revere Ware and, doubtless, many other items. 

Then, the present complacency will turn to panic tomorrow, in a 
frantic search for goods. 

The retailer with a substantial inventory of Revere Ware is fortunate. 
The large demand and continuous sale of America’s favorite cooking 


utensils can help materially to keep your volume up. 







REVERE COPPER AND BRASS INCORPORATED 


Rom¢ Manufacturing Company Division 
Rome, N. Y. 


Fd 


/ 
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Belted Fan 


If the lines you handle include electric motor- 
ized equipment, you can obtain more motors 
or motor-driven products by concentrating on 
priority orders, and then passing these priorities 
back to your suppliers. It will help you get the 
necessary equipment faster to meet your indus- 
trial and business customers’ needs for main- 
tenance, repair, or operating supplies. 

General Electric can supply the standard 
F-hp motors shown above, for such priority 
requirements faster than you might think. 
And user-preference for G-E motors helps you 
compete more successfully for priority orders. 


General Purpose 


AVAILAB 


Unit-Bearing Fan 





Jet Pump 


Barring unforeseen emergencies or new 
rulings subsequent to the writing of this 
message, General Electric has facilities to 
handle priority motor requirements with prac- 
tically pre-Korea speed. What’s more, General 
Electric application engineers stand ready 
to help equipment manufacturers design or 
re-design products so that standard motors 
can be used to the greatest advantage. 

Be sure that your suppliers know that G-E 
standard fractional-horsepower motors are 
quickly available for priority requirements. 
General Electric Company, Schenectady 5, N. Y. 


General Electric Company, Sec.D 700-116 
Schenectady 5, N. Y. 


TIMELY 
HELPFUL BULLETINS 
These recent bulletins 


have been specially pre- 
pared to help you make 


Please send me the following publications on G-E fractional-hp motors: 
() GEA-3989—description of all G-E Factory Service Plans 

(CD GEA-5566—detailed explanation of how to use the G-E Motor Exchange Plan 

(C) GEA-5174—description of standard G-E fractional-hp motors 








better use of G-E motors — 
and services. Send for COMPANY___ 
them today. ADDRESS 

CITY oe 





See 


GENERAL ELECTRIC 
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GOLDBLATT MASON TOOLS 


QUICKER TURNOVER 
MORE PROFITS 
REPEAT CUSTOMERS 


A MODERN, EFFICIENT 


DEEP WELL 
Sata) Cole Wal, fc 
PUMP 


IS ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 








Give YOU 


FINEST QUALITY 
Give Your Costomers GREATER VALUE 
LONGER WEAR 





Pm Ss 


BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 


PLASTERING 
TROWEL 


A 


PLASTERERS’ 
HAWK 


ATTRACTIVE 
DEALER DISCOUNTS 


Goldblatt sells direct 
to dealers, is there- 
fore able to offer 
especially attractive 
dealer discounts. 


BRICK 
TROWEL 


BRICKLAYERS’ 
LEVEL 


Send TODAY for 


FREE 


ILLUSTRATED 
CATALOG 


Write for your 1950 copy of 
Goldblatt’s illustrated cata- 
log describing the largest 
and most complete line of 
masonry tools and supplies. 


Goldblatt Tool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 


( “OLDBLArr 
TD ea 


FIRST CHOICE OF THE TRADE FOR 65 YEARS 


Exterior view of 
Peerless Deep Well 
Reciprocating Pump 
complete with 
Fittings and Tank 


Deep well pumping economy 


FOR FARM, RANCH AND 


Here is a most dependable, economi- 
cal way to lift water from deep wells. 
It is one of the complete line of reli 
able, easy-to-sell, profit-making 
Peerless pumps and water systems 
that will fill all your customers’ needs. 
Whatever the lift, capacity, method 
of pumping or pressure required, one 
of the complete line of Peerless Water 
Systems will meet your customers’ 
requirements for water under pressure 
at the turn of the tap. Find out today 
about the profit possibilities of the 
Peerless line. There are a host of water 
system customers in your territory 
that will see to it that your profit 
grows when water flows. Write today. 


HOME 


CAPACITIES: 


200 to 1900 gallons 
per hour 


LIFTS: 


6” and 9” stroke 
for lifts to 1000 feet 


. 
MOTOR SIZES: 
V3 to 3 h.p. 

7 
PRESSURES: 


Up to 40 pounds 
and. higher 





PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California © Indianapolis, Indiana 
Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas. 





WATER SYSTEMS 


THE COMPLETE LINE 
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Revolutionary New 
WOOD-GRAIN FINISH 
FOR FURNITURE . 





PLASTIC FILM VENEER 


NOW! Any smooth surface can be 
made to look like beautiful and 
costly wood — simply by applying 
TRANSVENEER PLASTIC FILM VENEER 


Mi —— ’ 

- E — TRANSVENEER is a reproduction of actual wood grains. It 

ee : comes in film-like sheets that you can apply to wood, metal, 

ES: : glass, plastic, composition board. If the surface is smooth it 
outions , can be covered with TRANSVENEER! 


Selections include Mahogany, Walnut, Oak and Prima Vera 
in a variety of grains and shades. In addition, a Leather and 
two Marble patterns are offered. 


‘TRANSVENEER is extremely dura- 
ble, long lasting ...a permanent 
finish that looks exactly like real 
wood, yet is inexpensive and easy 


to apply. 


Every housewife and home crafts- 
man is a prospect to buy TRANS- 
VENEER! For it is the ideal way 
“BEFORE and AFTER”: Right half shows original to modernize old furniture, and 


ps nt yer half covered with TRANS- perfect as a finish for unfinished 
furniture. 


all — gre Sell TRANSVENEER and Earn Big 
come in handy kit whic aa F . 

ofits! Write Today for Full Dea 
also serves as eye- ae ° e — ve F * ] a Top of table covered with TRANS- 
catching counter display. njormation on this Sensationa €W VENEER “Verdi Antique Marble”; 


Sheets come separately Product. legs done in TRANSVENEER “Prima 
in convenient cardboard Vera Grey”, 
tubes, 


TRANSVENEER Division of THE DI-NOC COMPANY 
33 Public Square + Cleveland 13, Ohio 
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i A report on the brand name merchandising 
program that won national recognition 


ow Valentine Hardware 
on the Title of 


Brand Name Retailer 


John B. Valentine, at 
right, secretary of the 
Valentine hardware 
store, accepts the 
award at the Brand 
Names Day luncheon 
from Samuel J. Cohen, 
: chairman of Brand 
Names Retail Advisory 
Committee. 


This is the first of a 
series of articles by J. R. 
Keagy,. associate editor 
of HARDWARE AGZ, 
describing hardware store merchandising pro- 
grams that won national recognition for the 
stores in the 1951 Brand Names Foundation 
competition. The promotion program of Vci- 
entine Hardware was selected by the award 
jury as the best of the programs submitted by 
about 50 hardware stores. The information 
used in preparing this series of articles is taken 
from the official entries submitted by the re- 
spective stores to the Brand Name Foundation 
jury. Other articles in this series will describe 
programs used by four other stores which also 
received awards in this competition. 
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A consistent year-’round promotional cam- 
paign, which placed heavy emphasis on name 
brand merchandise, won for the Valentine 
Hardware Co., Boulder City, Coalo., the title of 
“Hardware Store Brand Name Retailer of the 
Year.” 

The award, in the form of a plaque, was 
presented recently in New York City, at the 
Brand Names Day dinner. 

The acceptance was made by John B. Valen- 
tine, secretary of the company, in the absence 
of his father, John W. Valentine, founder of 
the firm, who was prevented from attending 
by injuries sustained when he was knocked 
down by an automobile. 

This firm devotes about 2 pct of its annual 
sales of approximately $275,000, to advertis- 
ing. 

While newspaper advertising is the key- 
stone of the store’s promotion efforts, many 
other methods are used. Among these are 
radio, with a daily, 15-minute program; store 
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He Earned the Award 


JOHN W. VALENTINE, 
despite his 76 years, contin- 
ues in active management of 
the Colorado hardware busi- 





ness, which he took over 45 
years ago. He has engaged in 
this trade for about 62 years, 
having started in his father’s 
hardware store at the age of 
14, when he kept a depart- 
mentized set of books in the 
evening, after having worked 
during the day as a salesman. 

His first job, with the Colo- 
rado store, when he went west 
from Casey, Ia., in 1905, was 
to drive a horse and buggy 
into the mountains. The trade 
he got from the metal miners 
insured his expenses for these 
trips. 

There were four old line 
hardware stores in Boulder 
when Mr. Valentine joined 
the Wilson hardware com- 
pany, which he started to 
manage after he had been 
with it a year. 

At various times he has been 
president of the Boulder 
Chamber of Commerce, the 
Rotary Club, the Metal Min- 
ing Association, and has been 
a director of the Commu- 
nity Chest and the Colorado 
Chamber of Commerce. He 
served two terms as president 
of the Mountain States Hard- 
ware and Implement Associa- 


tion. He is said to be Colo- 
rado’s best known _ toast- 
master. 


It was unfortunate that he 
was unable to go to New York 
to receive the honor, which 
was really a personal one, but 
he was severely shaken-up 
when he was struck by an 
automobile as he was crossing 
the street, shortly before the 
awards were presented. 








demonstrations; direct mail cam- 
paigns; manufacturers’ brand 
signs on its building and trucks 
and the use of envelope stuffers. 

The winning presentation, se- 
lected from among some 50 which 
had been submitted in the competi- 
tion by hardware stores through- 
out the country, was prepared by 
the staff of the store without the 
knowledge of Mr. Valentine, so the 
honor came to him as a surprise. 

The store was sponsored in the 
contest by letters from the mayor 
of the city, the local Chamber of 
Commerce, and the Boulder City 
Daily Camera. 

it is small wonder that John B. 
Valentine is so conscious of the 
value of advertising, and especially 
of branded merchandise, for he 
personally has been preparing the 
copy for his stores ads from the 
time he started in business. 


Ad Record Set 


He has. probably established 
some sort of record for consistent 
advertising, as is attested by the 
following letter, testimony of the 
Boulder Daily Camera: 

“Every publishing day for the 
past 45 years, Mr. John Valentine 
of the Valentine Hardware Co., of 
this city has inserted a display ad- 
vertisement in the Daily Camera. 

“In an inimitable, humorous 
style of copy approach, Mr. Valen- 
tine’s advertising program has 
gained wide recognition in Colo- 
rado and probably is the most 
looked-for item in the columns of 
The Camera by our readers.” 

In another letter endorsing Val- 
entine Hardware as the “Brand 
Name Hardware Dealer of the 
Year,” the president of the Boulder 
Chamber of Commerce wrote: 

“Our nomination of Mr. Valen- 
tine is not based on his support of 
Brand Name products in one cam- 
paign or one year alone but rather 
is based on his lifetime policy of 
supporting such items.” 

The letter continued: 

“The unique and novel ads pre- 
pared by him have been the subject 
of many stories and editorials and 
have been collected in scrapbooks 
by hundreds of persons throughout 
the country. His ads have appeared 
regularly in the same location of 
the Boulder Daily Camera since he 
started in business in this commu- 
nity.” 

The Colorado store’s advertising 
program is not limited to its news- 
paper ads, which generally measure 
6 in. by 2 col. 

It sponsors a 


15-minute daily 








and it also advertises in local 
church, school and the University 
of Colorado publications. 

The store has a huge Sherwin- 
Williams sign painted on side of 
its building. Another outdoor ad is 
a 2%-ft. Taylor thermometer, 
which is watched daily by hun- 
dreds of Boulder residents. 

The store’s delivery trucks are 
painted to show that Sherwin-Wil- 
liams paint, DuPont Powder and 
Coleman Co. products are major 
lines. 

Remington Arms and Coleman 
decals are used on the doors. 

A Telechron illuminated clock 
has a prominent position in the 
store. A Carborundum stone is in 
a stand where customers may use 
is when they care to. 

The store holds Remington elec- 
tric shaver demonstrations three 
times a year. Presto cooking dem- 
onstrations are also among those 
that are held frequently. 

Store employee meetings and 
training schools are held regularly, 
with special emphasis on produet 
knowledge. 

Certain salesmen attend the 
Jacobsen Power Lawn Mower Ser- 
vice and Sales school, in Denver. 

Coleman sales and promotion 
talks are held in the store period- 
ically, and a service man attends 
the Coleman school, at the Wichita 
plant each year. 


Selling Aids Used 


Sherwin-Williams paint talks 
and demonstrations are held at the 
store, and home study courses pro- 
vided by the paint manufacturer 
are also used. 

Shakespeare fishing calendars 
are given to customers each year. 


The store claims that its Harold 
Stevens is one of the most original 
wimdow decorators in the nation. 
His specialty is the creation of ani- 
mals, figures and scenes using only 
items carried in the regular stock. 

The store also makes direct 
mailings stressing brand names 
during the year on seasonal mer- 
chandise. 

Among the name brand products 
which have been featured in the 
firm’s radio advertising are: G-E. 
lamps, Dor-Tite, Aristo stove mats, 
Sunbeam mixers, Coleman lanterns. 
Hamilton Beach Mixers, Mixmas- 
ters, Cosco stools, Simonize, Bruce 
polishes, DuPont sponges, Gates 
lawn hose, Vigoro, Scott’s grass 
seed, Kellogg brushes and G. E. 
heating pads. 
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||| Some Typical Promotions Used by Valentine's |-—— 





Here is a typical rodio commercial 


> 


Window banners are frequently used W 


VALENTINE HARDWARE 0O. 7:40 PM 


BVESIEO KEWS (ah) FeinaY, JANUARY 13, 1950 


Below left—Wholesaler's consumer 
broadsides are used several times 
a year 


TLBST COMMERCIAL: 
Tolks — there are two Friday's dated the 13th during 1950 and we're getting rid of one 
of them during this first month of the year. ‘The other Friday the 13th won't arrive 


until in Octeber — so you superstitious people can rest esay for several months now. 


Below right—A typical Valentine 


newspaper ad. Carrying on this line of superstition — ladies if you're a little jumpy about broken 


dishes — and bad luck — the VALENTINE HARDWARE has just what you need in your kitchen. 
They think you've probably heard the name before — but maybe you haven't seen them yet. 


It's the new Eubdbermaid products — the dish drainer; sink mats; draining tray, and the 











egg and egg and fruit baskets — all covered with a coating of rubber to protect those 
—- vour best china and glassware, end for convenient, safe storage of 


~ Ribddermid products at VALESTINE'S soon. 
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A grocer came tip-toeing in yesterday 
with a line of talk, hoping it might save him 
the price of a skillet. Our conversation fin- 
ally brought out the fact that when this guy 
was married thirty-five years and five months 
ago, we sold him o fomous Wagner Cost skil- 
let, and just Monday of this week the dern 
thing broke. He thought we might replace it, 
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ENAMELWARE 


But anyway, we feel rather proud of our abil- 
ity to furnish merchandise that stands the 
usage for 425 months. 
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Modern visual front of Wabasha Hardware. 


Advertising Minded Dealers 
Attract 3,000 to Opening 


Combination of good display and advertising helps 
W abasha Hardware set this record in a town of 2,700. 
Business has continued to boom ever since. 


View of toys and other Christmas gift lines display in front of store for opening last November. 
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Bill Hobday and Ray Kurzeka are 
aggressive merchants, who are well 
liked in Wabasha, Minn., a farm 
town in which they operate Wa- 
basha Hardware. Although their 
modern store is in a town of but 
2700 people, they played hosts to 
3,000 people when they moved into 
their new business home, last No- 
vember. 

A full-page advertisement invited 
people of the town and the sur- 
rounding farming country to visit 
the new corner store that has en- 
trances on two streets. That the 
visitors enjoyed looking at the mod- 
ern layout and were happy to par- 
ticipate in the numerous bargains 
offered was evidenced by the con- 
stant stream of old and new pa- 
trons. Some just stopped to look 
and visit but many were in a buy- 
ing mood thanks to the well lighted 
displays and the variety of opening 
day specials. In the way of refresh- 
ments, the firm served 80 gallons 
of coffee and 100 dozen cookies to 
its visitors on opening day. 

Three weeks later, Saturday, 
Dec. 9, Wabasha Hardware, which 
isan Our Own Hardware store, had 
750 guests to watch the broadcast- 
ing of the Bob De Haven program 
sponsored over Minneapolis Radio 
Station WCCO by the Our Own 
Hardware Co. This event and the 
opening of the firm’s Toyland were 
all advertised in the grand opening 
sale page. ; 

Wabasha Hardware’s owners, Ray 
Kurzeka and William Hobday, are 
firm believers in consistent adver- 
tising and use at least two columns 
by 6 or 8 in. each week in a local 
weekly newspaper, excepting in 
January. Seasonal goods are nor- 
mally featured in these ads. Every 
other week the firm also uses space 
in a local Shoppers’ News. At least 
three times a year the store mails 
out Our Own consumer catalogs to 
a list of 2500 names and estimates 
that its trading area, within a 10- 
mile radius, encompasses a popula- 
tion of 5,000. Although mostly 
farm and town resident customers 
are served, the firm does some busi- 
ness with local industries in the 
area, 

When the city’s government de- 
cided to take over its old quarters, 
across the street, the firm built the 
hew and more commodious modern 
structure shown in these pages. The 
problem of moving was solved with 
the kind assistance of about 25 
other merchants in the community. 





The old quarters were in a 25 by 95 
ft. room, with 10 ft. in the rear as a 
stockroom. In its new building, 36 
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Staff of store—ieft to right, William Hobday, partner, > 
Dean Plank, Mrs. Martha Schneider and Ray Kurzeka, 
partner, standing between hardware and power tool displays 


Tool section wth its neatly arranged lineup of price marked tools. 







Side entrance as seen through major appliance display featur- 
ing farm freezers, dairy equipment and household appliances. 
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The biggest thing that ever happened to 
Wabasha Hardware was moving to our new 
building — 5,400 square feet of floor space — 
plenty of room to display all our merchandise; 

jus a service department, warehouse, garage, 
and other facilities — all under one roof. Ex- 
perts from Our Own Hardware Co. and the Min- 
nesota Retail Hardware Association have been 
down and laid out our store along the most mod- 
ern lines with but one person in mind — YOU — 
the customer! 

So we invite you to come in and see us, 
See our new store and take advantage of some of 
the tremencious bargains we're able to offer you 
on our opening day 


Saturday 


NOVEMBER 18th 


and all through next week! 





WILL BE SERVED UNTIL 5 P.M. SATURDAY 











Never have we had such « 
big, beautiful stock as that 
on our shelves this year! 


All the well-known brands 
are on display at our new 
store including — Supermix 
Paints Delta Workshop 





@ WABASHA HARDWARE @ 
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Tools Voss and Maytag Washers Fron Wetting 
house Sewing Machines... DeLaval Food Freezers 
Bhellane Gas & Universal-Shellane Gas Stoves Su- 
perflame Oil Heaters Westinghouse Refrigerators 
and the famous Westinghouse Laundromat! 





“Our Own” Wabasha Hardware 


RAY KURZEKA -—— BILL HOBDAY ~— DEAN PLANK 


LISTER TO BOB DERAVER ant Ge “Ou Own” 

pesto mio seve ove WOOD erry tetany! 
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WABASHA, MINNESOTA 











Full page ad used to announce the grand opening bargain 
features, free refreshments and opening of store's Toyland. 


by 140 ft., the showroom runs back 
89 ft. Merchandise from the old 


store has been added to since the 
moving day with particular empha- 
sis on goods not likely to become 
early casualties of a war-time econ- 
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program. : 

The new quarters include a mod- 
ern visual front, with single center 
entrance, the two double light win- 
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Floor plan emphasizes ease with which traffic may pass easily through entire display room. 
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dows being set at an angle. In 
addition to the front entrance, a 
side street entrance with a smal] 
open back window opens right into 
a display of farm freezers, water 
heaters, refrigerators and other 
major appliances. Considerable 
traffic flows through this side en- 
trance. 


White side walls, three continu- 
ous lines of fluorescent ceiling light- 
ing and an attractive blue rear wall 
help make the showroom bright and 
colorful. The asphalt tile floor cov- 
ering is green and red, lending fur- 
ther brightness and color to the 
display room. Wall fixture back- 
grounds are in different colors. 
Flexible spotlights inside the front 
windows increase the brightness of 
the interior. 


Fixtures and floor plan were pro- 
vided by the Minnesota Retail 
Hardware Association. Location of 
the office to the rear of the store, 
next to the stockroom and in a cor- 
ner gives it a sweeping view of all 
parts of the store as well as of 
people entering or leaving either 
entrance to the display room. 

Wabasha’s combination of a mod- 
ern show room, with ample provi- 
sion for customer traffic to move 
freely from front to back or from 
one side to the other, makes the 
entire unit a comfortable place for 
shopping and for selling. Customers 
like the new store and its staff finds 
it a comfortable place in which to 
do the various jobs incident to op- 
eration of a well conducted retail 
hardware store. Visitors to the 
store find it an interesting place in 
which to browse and it is not un- 
usual to find owners and employees 
of other business concerns in the 
community doing just that at noon 
time of a working day. Advertising 
attracts traffic and interesting and 
neat displays make customers out 
of even the most casual visitors. 
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"Bob" Becker (standing, left), paint manufacturers’ salesman, prepares to conduct a meeting for 
the sales personnel of Ayres & Galloway. Harold S. Close, secy-treas., seated third from right. 





How Store Meetings Pay Off 
In Better Sales Volume 
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Put Visiting Salesmen 


To Work for You 


Harold S. Close, of Middletown, N. Y., firm believes store owners 
should encourage wholesalers’ and manufacturers’ salesmen to 


give constructive criticism and advice. 
paint salesman with big part in growth of huge paint volume. 


“If hardware dealers would only 
cultivate the salesmen of their 
wholesale suppliers and manufac- 
turers they and their salespeople 
could learn a lot more about their 
own businesses,” states Harold S. 
Close, secretary-treasurer of Ayres 
& Galloway Hardware Co., Inc., 
Middletown, N. Y. 

Today, the Ayres & Galloway 
store does a huge paint business 
for a city of only about 22,000, 
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buying its paint in carload lots, 
several times a year. 

For this big volume Mr. Close 
gives much credit to a factory 
paint salesman, Robert Becker, 
who has had the Middletown store 
as an account for at least 20 years. 

Mr. Close points out that Mr. 
Becker is almost like an employee 
of the store. When he visits the 
store, about every two weeks, he 
goes directly to the paint depart- 


He credits a factory 


ment and sits down with Andrew 
Sorg, head of the paint depart- 
ment. 

Before they talk of anything 
else, Mr. Sorg asks Mr. Becker for 
technical advice about any cus- 
tomer’s problem which may have 
arisen since his last visit. Occa- 
sionally the two men hop into a 
car and go to look over a painting 
job which may have “gone sour” 
for a painting contractor. The 
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trouble frequently is some drain- 


age or condensation problem, 
which the painter or homeowner 
cannot understand. In this way, 
Mr. Becker and Mr. Sorg can prove 
to the customer’s satisfaction that 
there was nothing wrong with the 
paint, as he probably had con- 
tended, but merely that the 
painted surface was not properly 
prepared to receive paint. 

Even when it comes to signing 
an order for a carload of paint 
Mr. Close does not hesitate, for he 
has confidence that his paint de- 
partment head has been properly 
advised by the manufacturer’s 
salesman, Mr. Becker, as to the 
quantities and colors to be or- 
dered. 

Mr. Becker was responsible for 
a series of successful painters’ 
dinners which have been held 
every April for at least 12 years. 

Generally about 40 to 50 paint- 
ers and paint contractors turn up 
for the dinner meetings which are 
sponsored by the store, with the 
paint company sharing half the 
expense of the evening. 

Some official of the paint com- 
pany is usually brought to the 
meeting by Mr. Becker. He usually 
is a brush expert, a paint chemist, 
or perhaps the district sales man- 
ager. Both the guest speaker and 
Mr. Becker bring the painters up 
to date on recent developments. 

Occasionally an entirely new 
product comes along, and in this 
way practically all the painters in 
the community can learn about it 
when it first comes on the market. 
If there’s a new kind of paint the 
men are asked to take brushes and 
try it for themselves. 
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Part of the paint section which requires several 
carloads per year. Note extensive array of brushes. 


Over the years that these paint- 
ers’ dinners have been held, the 
Middletown painters have come to 
know the manufacturers’ sales- 
man on a first-name basis, and 
frequently they call the store and 
ask that Mr. Becker get in touch 
with them about some painting 
problem on his next visit to the 
store. 

There are never any order pads 
in evidence during the sessions, 
for the evening is intended to be 
only social and educational. Bene- 
fits to the store and the paint com- 
pany follow in the natural course 
of events. 

Prizes are generally given to 
increase interest in these dinner 
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This neatly arranged and colorful corner, is popular at this season. 





meetings. Sometimes numbers are 
chalked under the seats of the 
painters’ chairs, and those who are 
seated in the lucky number chairs 
are given prizes, which may be 
something like a good brush or a 
gallon of paint. 

The cost of last year’s dinner 
was only about $65 each for the 
store and the paint company, and 
Mr. Close states that it is a won- 
derful way to win the good will of 
the painters. He says that as a 
result, painters are apologetic if 
their customers sometimes insist 
that a brand other than that car- 
ried by the store be used on their 
jobs. 

This store also holds store 
meetings for its selling personnel, 
about four times a year, in order 
that they can be better informed 
about the store’s lines. A picture 
of one of these meetings, at which 
“Bob” Becker gave a lecture and 
demonstration of paint and allied 
products, is shown in one of the 
accompanying illustrations. 

These store meetings are held 
about 7 p. m., after the men have 
had a chance to go home to 
change clothes and eat. 

They are usually under the di- 
rection of Charles M. Close, son 
of Harold Close, and a member of 
the firm and buyer. He generally 
sounds the keynote of the meeting 
with a short talk on the general 
topic. 

One meeting might be princi- 
pally concerned with a discussion 
of the use of charge slips and how 

(Continued on page 58) 
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Outdoor Cooking Equipment 


Never Out of Season 


Florida store has four barbecue pits, fully equipped, 
in its sporting goods department. Finds added volume 






in charcoal, utensils and dinnerware. 


Outdoor barbecue equipment 
and supplies are a year-round line 
in Florida, and have been devel- 
oped into a volume line by the 
Tampa Hardware Co., Tampa, Fla., 
which devotes a large space in its 
basement sporting goods depart- 
ment to a barbecue section. 

Built around a pillar are four 
brick and concrete pits which are 
used as display spaces for the ex- 
tensive line. The equipment is 
often featured in window displays 
which have wide appeal, especially 
to the male trade of the store. 

“In this section, a barbecue line 
sells well at any time but we fea- 
ture it for Christmas, for Father’s 
Day, birthdays and anniversaries,” 
says H. F. Orr, general manager. 

“We get our best results from 
newspaper advertising (a sample 


of which is shown), which is 
backed up with a good window 
display. We feature oversize skil- 
lets and 10-lb bags of charcoal 
briquets, which are equivalent to 
three bushels of charcoal.” 

The store uses the catch line 
“Fun Outdoors” in its barbecue 
advertising and it also distributes 
a small brochure under that title. 
This brochure shows and describes 
pits and grills, charcoal broilers, 
outdoor stoves and a full line of 
cooking utensils and equipment. 
These are sent to the store’s pros- 
pect list, as well as those who had 
previously made some purchases 
of such equipment. 

The booklet is frequently re- 
tained by the recipient who checks 
off the items he expects to buy 
from time to time, either for his 


On Sale § 


Basement * 
eee” 


A diverse selection of outdoor barbecue grills and other fireplace equipment is shown in 
this window display which tied-in with the newspaper advertisement shown on page 48. 


own use or to give as gifts to an- 
other amateur chef. 

“We do not build barbecue pits, 
but we have a number of masons 
and bricklayers on our list of cus- 
tomers,’ says Mr. Orr, “and we 
are glad to recommend them to 
any person who wishes to have a 
pit built. Not all bricklayers are 
competent to do this work, but 
those who have had the experience 
can do a good job. 

“Whether the barbecue hobbyist 
builds a pit, or simply uses a mov- 
able grill, depends pretty much on 
the amount of space available. The 
grills, equipment and utensils are 
carried in the sports department 
but the outdoor tablewares are 
sold in the china department. 

“These lines sell steadily, espe- 

(Continued on page 48) 
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LECT RIC City 
































Suggesting picture windows in a home is this 
show window lineup. Space in front is used 
in warm months for displaying power 

mowers and related equipment. 


Well lighted front of store, left end of which has display windows for firm's appliance 
Entrance is through hardware showroom at extreme right or garage doors in center. 


center. 
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Left—Spacious section devoted to elec- 
trical refrigeration. Windows to left are 
next to areaway used to display trade-in 
equipment, which salesmen must resell be- 
fore getting commission on sale of indi- 
vidual pieces of new equipment. 


Below—Circular display of washers 

under round canopy, with concealed 

lighting, forms store's Washer Go- 
Round promotion. 

we 


appliance 
in center, 


C. C. Collins & Son, Inc., Madison, Wis., identifies its complete 


appliance center as Electric City. This exclusive Hardware 
Age Picture Tour shows what makes this department, managed 
by Richard Hints, a real volume producer 





Electric housewares and some major appliances are seen in this well lighted, roomy area. Turn page for more 
details of this store 
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Modern Appliance Center Is an Electric City 


(Continued from page 35) 


Part of the Electric 

City model kitchen 

and model laundry 

setups used for dem- 

onstration and sales 
work. 


Right—Another model kitchen dis- 

play with knotty pine woodwork 

und modern steel kitchen equip- 
ment. 


Below—Wall-to-wall carpeting and comfortable 
furniture lend proper atmosphere to this radio, 
TV and record player section. 
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How to Eliminate 


Service 


It’s not done by magic— 
just by keeping complete 
records of the service 
job—the type of work 
and parts used. 


Glen Crouch, proprietor of the 
Magnolia Hardware Co., going 
over a file of service cards, 
around which his complaint-free 
service has been built. 





Full Name 


Street Address 


———E ; - Phone 


> ~~ TPromised P.U. | Picked Up | 


Remarks 





Estimate 
Will Call Date 


Date Will Pay Bal 


s 
g 
3 
> 
§ 
as es 





=a 


The service card record which contains 
a complete history of all service jobs to 
check against customer complaints, 
should they occur. The card files also 
serve as a live prospect list. 
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Though Glen Crouch, proprietor 
of the Magnolia Hdwe, Co., Mag- 
nolia Center, Riverside, Calif., 
specializes largely in washing ma- 
chine service and repairs—he turns 
a $4,000 washer parts stock twice 
a year—his methods in running a 
complaint-free gepartment rezdily 
adapt themselves to any hardware 
store service operation. 

His plan is not only compiaint- 
free but is a business builder for 
both the hardware and appliance 
departments, the latter bringing 
in about half of his store’s entire 
volume. Here’s what happens when 
a service call comes in. 

A complete record is made on a 
special card. It shows when the 
store is to pick up the unit, what 
needs repairing, the date of prom- 


ised delivery and whether it is to 
be called for or delivered by the 
store. 

Further, Charles’ L. Miller who 
is in charge of repairs, enters on 
the card each part used on the job; 
the price of the part and its cost, 
unless it is replaced free, which is 
also noted. 

Then at some later date, that 
record can be used to check the 
validity of a complaint, should one 
rise. The system works in this 
fashion. 

A customer has had the agitator 
on her washer repaired. Six months 
later, the same customer complains 
that her machine is noisy. sy 


simply checking the service card, 
it is easy to substantiate that the 
service was on the agitator ex- 
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This circular is distributed in the store's 
trading area to promote the service 
department which also handles work for 
local department and appliance stores. 


clusively and not on the gear. 
Then when the new repair is made, 
a separate card record is made 
out. 

Having so efficient a service de- 
partment, in addition to being prof- 
itable in its own right, has in- 
creased the profit in appliance sales 
for the store can offer its own in- 
stallation of appliances, free to the 
customers. 

While Mr. Crouch features and 
sells all kinds of appliances in his 
appliance department, his specialty 
for 20 years has been washing ma- 
chines. And, although Mr. Miller 
installs and services all the appli- 
ances the store sells, he limits his 
service department in a large de- 
gree to the repair of washing ma- 
chines. 

The service department, thus, in 
a sense is a specialty department 
and has built its reputation as 
such. It not only serves homeown- 
ers but handles jobs for depart- 
ment stores and other appliance 
dealers. The department is pro- 
moted by a hang-up card which is 
distributed to service prospects of 
the firm. 






























WASHERS - VACUUM CLEANERS - APPLIANCES 
REPAIRING and PARTS 
Pick Up and Delivery 


When a salesman says — my store guarantees 

our appliances, ask to see their service shop. 

It takes more than talk to guarantee 
MECHANICAL SATISFACTION. 


We invite you to see our shop, so you will 
know that you will receive the service you 
pay for with your purchase of new appliances. 


Magnolia Hardware Company 
Formerly Washer Wilson Co. 
6574 Magnolia Ave. Phone 1822 (Magnolia Center) 











Gadget Bar Stops One Out of Five Shoppers 





gadget bar is a real eye-catcher. 


This U-shaped, knotty pine 
gadget bar stops one fifth of all 
customers who go to the wrapping 
table of which it is a part. One set 
of shelves goes completely around 
the wrapping table, which is 8 ft 
wide at the base of the U and ex- 
tends 6 ft to the open end. 

Mrs. Robert L. Williams, Jr., 
wife of the vice president and 
manager, Hardware House, 618 
Montana St., El Paso, Tex., says, 
“We watch trade and women’s 
magazines for new gadget items 
and when we see something having 
sales appeal we order it. Thus many 
of our women customers are con- 
stantly watching this display.” 

Standard kitchen gadgets such 
as juice extractors, bottle openers, 
etc., are displayed together with 
novelty type gadgets. Considerable 
impulse business is obtained from 
this display. 
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Boy Scout Service 
Builds Traffic 


Official Boy Scout Trading Post creates good 
will among boys that carries through their 
adult years. Parents of scouts also become 


friends of store 


Although not a heavy profit 
maker, operation of an Official 
Boy Scout Trading Post in the re- 
tail division of Swank Hardware 
Co., Johnstown, Pa., is a service 
that builds considerable traffic 
and creates much good will. 

Usually a Boy Scout, Sea Scout, 
or Cub Scout will purchase his 
complete uniform at one time but 
will make numerous return visits 
for accessories such as_ knife, 
axe, cooking equipment, canteen, 
whistle and other goods. Boys 
active in Scouting will visit the 
store’s Post throughout the year, 
although the traffic varies from 
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through this 


service. 


month to month through the year. 

Operated as part of the store’s 
sporting goods section the Post, 
in the words of Robert Glock, 
president of this wholesale and re- 
tail hardware firm, “builds cus- 
tomers for the future.” Sales are 
generally for cash and chiefly to 
the boys themselves, since these 
young citizens take particular 


pride in making their own pur- 
chases. The friendly attitude of 
the parents of boys using the fa- 
cilities of the Post is one of the 
biggest advertisements for that 
phase of the store’s activities. 
Complete equipment for Boy 


Major portion of the Boy Scout Trading Post at Swank's. Open end bins are used for a variety 
of Scouting goods. Enclosed panels mounted on tables are used for some of smaller items. 









Scouts, Sea Scouts, Explorers and 
Cub Scouts and their leaders may 
be obtained at the Trading Post, 
excepting badges denoting their 
class or merit badges. Only goods 
bearing the official Boy Scouts of 
America emblem are offered in the 
Trading Post. Swank’s have op- 
erated this Post for many years 
and are the only merchants in 
Johnstown with such a franchise, 
the franchise being subject to an- 
nual renewal. 

Sales of official Boy Scout 
equipment may be made only to 
boys and leaders having the 

(Continued on page 50) 
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Because they operate in the high 
rent district of Harvard Square, 
Cambridge, Mass., Paul and Roy 
Dickson knew that they needed a 
bright attractive store in order to 
attract heavy store traffic. 

The pictures on these pages 
prove conclusively that they suc- 
ceeded in building a physically at- 
tractive store. 

However, these pictures are sadly 
lacking in the most important ele- 
ment of all—color. 

The new store of the Dickson 
Bros. may well be called a dream 
store,, for the two brothers have 
been dreaming and planning for a 
modern type establishment ever 
since 1943 when they bought the 
100-year-old business. 

Roy Dickson had a stack of 
sketches and pictures of modern 


Left—Fixtures in the rear of the store 

were brought towards the center, to 

make displays visible from the front of 

the store. Note the strip lighting, and 
attractive floor. 


METI, 


This store is in a neighborhood crowded with stores, yet one can't miss this one when looking across Brattle Square, Cambridge, Mass. 
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stores on hand when they finally got 
around to planning their new es- 
tablishment. 

Modernization had been in the 
minds of the brothers for a long 
while but they hated to tackle the 
job on a piecemeal basis because of 
the effect it would have on their 
daily business. They knew it would 
involve confusion, lost merchandise. 
and mistakes in handling orders. 
if they attempted renovations while 
the store was open for business. 

The decision was finally taken out 
of their hands when a blaze started 
in the store one Saturday night, 
last November, causing consider- 
able damage. 

The new store was ready for 
business early this year after being 
closed down for two months. 


Compare this view of the old store at 
right with the one below. While mer- 
chandise was exposed to view in the old 
store it was not as readily available for 
inspection, nor as brightly lighted. 
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Operating in a high rent district, in 


metropolitan Boston, Dickson Bros. has 


attained maximum visibility, night and 


day by use of the color and light. 


While rents in the area are very 
high, sidewalk traffic is correspond- 
ingly heavy. For this reason the 
store was given a completely visual 
front and the interior was made as 
bright and cheerful as possible in 


order to attract passers-by inside. 
The store name is in bright yel- 
low against the green facade of the 
building. The letters are formed 
from metal, hollowed to take neon 
(Continued on page 54) 
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These are some of the 1,132 men and boys who spent $2200 on 
fishing tackle and sports equipment during one-day sales event. 


Promotions Must Be Well Planned 


Careful planning is the secret of a successful promotion, this 

Idaho store learned. Here is how they used this knowledge to 

draw 1,132 anglers, who spent $2,200, to a fishing tackle 
promotion that built business for the firm 





The housewares department, dressed up for a special sales 
event. Notice the full dinner table display for window shoppers. 


The special fishing tackle pro- 
motion put on last spring at the 
beginning of the fishing season 
proved to be “almost too big a suc- 
cess” for the Idaho Lumber & 
Hardware Co., Pocatello—but a 
good time was had by all. 

W. C. Hall, manager of the hard- 
ware department of Idaho Lumber 
& Hardware Co., known locally as 
Bistline’s, was particularly happy 
with the results of the special pro- 
motion which was known as Cole- 
man Service Day, for it produced 
cash sales of $2,200 in fishing 
tackle and sporting goods in the 
one day of the event. 

Also well pleased with the pro- 
motion were 1,132 cash customers, 
predominantly men and boys, who 
were served free hot dogs and 
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In our matinee days, when a dime 
and a box of popcorn were suffi- 
cient fare for a trip west of the Pe- 
cos, we first heard the expression 
“Smile when you say that!’’ It 
was uttered between clenched 
teeth, and a fight was sure to fol- 
low. 


In our uncritical youth, we never 
wondered why the buckaroo didn’t 
just smile and save all the trouble. 
Anyway, we kind of enjoyed the 
fisticuffs. But since we’ve grown 





ve when you Say inet 


older, it seems that smiling would 
have been the sensible thing to do. 
In Hollywood, or anyplace else, 
it’s a good way to take the edge 
off unpleasant words. 


It certainly applies to business 
these days. Telling a customer 
‘‘we’re out of that product”’ is not 
calculated to produce good will. 
But said with a smile... and an 
honest explanation of why the 
product is hard to get. ..the words 
aren’t so hard to take. 

















She'll learn how to shoot by starting on easy targets thrown from a Remington Hand Trap. 





Here the fast-flying “Blue Rock” duplicates the flight of woodcock or grouse. 
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*Price subject to change without notice. t"Blue Rock” is Reg. U. S. Pat. Off. by Remington Arms Company, Inc. 
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Throw ‘em high, low, fast or slow. Anyone can 
operate the Remington Hand Trap. It offers a lot 
of fun for its modest retail price *$3.95. 


SELLING THE FUN IN 
HAND TRAP SHOOTING 


Have you ever noticed the approach 
top retail salesmen use? They sell the 
“what it does for you”’ of a product. 
‘‘What it’s made from’’ comes second. 


Such a sales approach is the only one 
needed to make Remington Hand Traps 
a big item in your store. For example, a 
hunter comes into your store for a box of 
shotgunshells.Sell him on the fun of hand 
trap shooting and the fact that it is the 
best practice he can get. A “‘Blue Rock’”’ 
target thrown from a hand trap will 
duplicate the action ofa flushed live bird. 


To your trap and skeet shooting cus- 
tomers the hand trap offers a cheap, 
convenient way to practice their sport. 
Beginning shooters like a hand trap 
because it gives them an opportunity 
to learn how to shoot before appearing 
at gun clubs. 


So next time you sell a box of shotgun 
shells, show him how the Remington 
Hand Trap works. 


You can demonstrate by setting the 
trap and swinging it gently. The talk 
and the demonstration are simple and 
convincing. 


Try them. It will mean plus sales for 
you ... not only for hand traps but 
for ‘“‘Blue Rock’’ Targets and ammuni- 
tion, too. 


Be sure you have an ample supply of 
Remington Hand Traps, ammunition 
and “‘Blue Rock” Targets on hand. Then 
display them in your window and store. 
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REGULAR CARTRIDGES 
for conventional guns. 


in bulk 


for Professional Users 
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ontrol are 


good reasons for the dominant 
| position Flexiseal holds today. 
Priced right for a good profit! 
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LANDEN PUTTY WORKS, Inc. 
Malden, Massachusetts 

















Bistline's, operated by the Idaho Lumber & Hardware Co., has 
been in business for more than 50 years in Pocatello, Idaho. 


coffee with every purchase of five Hall, “are: (1) The date, (2) “lead- 


cents or more of sporting goods. ers,’ and (3) ample stock. 
Another who was well pleased “We had all three,” said Mr. 
with the event was “Reg” Randall, Hall. “The season was exactly 
of the Coleman Co., who had pro- right. Fishing season, last year, 
posed the sales promotion to Mr. opened on June 4 so we ran a 
Hall. He was pleased with the re- seven-column newspaper ad, fea- 


sults because a sizable part of the turing the promotion, the day 
day’s sales was made in sales of before. 


Coleman camping stoves, lanterns, “The sales leaders were good 

and parts and repairs. ones: Free coffee and hot dogs and 
“This promotion was one of the a fishing kit at a lower than regu- 

most successful we’ve ever had,” lar wholesale price. 

stated Mr. Hall. “We also had plenty of stock on 
“The basis of a good promotion, everything that we advertised. 

for the least amount of advertis- “ ‘Reg’ Randall came into the 

ing money spent, according to Mr. (Continued on page 50) 































Saturday, June 3rd 
WITH ANY SPORTING GOODS 
PURCHASE OF 5¢ OR MORE 
See them cooked om s new J burner 
AND C 0 c r E E mcm 


COMPLETE FISHING KIT ==» 
“cheng pa 12 95 


TOTAL VALUE $25.03........ ALL FOR ONLY 
FREE! Fishing License Holder with each License! 


rea Conves Crees 7 AM Colorede Spinners 
« eae i _——— 
a Dip Nets Thy Lines 
FS ne $149 RB oe 
—— — cumipaeetvemetios 
{ Sleeping Begs All Costing Reds 
‘.. 4 Price 
Beer 


@ . : 4 Pe. Bamboo Fly Red 
woe Besthines ™ 
8AM in Rear 


- 18 wow $4.95 
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This Bistline ad, 
which nearly filled a 
full page, was run 
the day before spe- 
cial Coleman Ser- 
vice Day promotion. 






























PETE'S DRY PACK 


SALMON EGGS 
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Sell 


CAMPBELL 
CHAIN 


Campbell makes chain for every need: swing chains and log 


chains, tie-outs and cow ties, halter chains and binding chains .. . 
all kinds of chain needed by your customers. And Campbell Chain 


is packaged for profit. It is easier to stock, display, and sell! 


Ask your wholesaler—or write direct—for complete information. 


CAMPBELL CHAIN Company 


Main Office: York, Pa. 
Factories: York, Pa., and West Burlington, lowa 
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Steel and Aluminum Situation Reviewed 


Sheet metal distributors, at Spring meeting, 
told CMP by Fall should bring about more 
orderly distribution of steel though short- 
ages would persist. Aluminum outlook de- 
pends on government’s stockpiling program. 


More than 100 members of the 
National Association of Sheet 
Metal Distributors met for their 
4ist annual spring meeting in 
Pittsburgh, Pa., May 10 and 11, to 
hear talks on the supply outlook for 
aluminum and steel and discussions 
of improved warehouse and busi- 
ness methods. The meetings were 
under the chairmanship of Presi- 
dent Ray P. Farrington, Potts-Far- 
rington Co., Philadelphia, Pa. 

L. S. Hamaker, assistant gen- 
eral sales manager, Republic Steel 
Corp., in outlining the steel out- 
look, pointed to the record perform- 
ance of 104 million ingot tons at 
the beginning of this year, but 
stressed that a further tonnage in- 
crease depended upon securing 
more raw materials, ore, rather 
than further expansion of mill 
capacity. 

He observed that plans were 
under way to move more ore down 
the lakes and that there was con- 
stant exploration to find more ore 





THOMAS A. FERNLEY, JR. 


Executive Secretary 


sources, which is expected to result 
in an improved ore situation next 
year. The scrap situation is also 
tight, he said, seemingly there not 
being any big pools of scrap in the 
country, the mills having to rely 
on current manufacturing scrap. 

CMP, Mr. Hamaker comment- 
ed, would not bring immediate or- 
derly steel distribution but by fall, 
the kinks should be worked out. 
There is little expectation of meet- 
ing the 85 pct quota on galvanized 
sheets but it can be met on wire 
products. He felt that structural 
steel would be completely allocated. 

Mr. Hamaker further observed 
that inventories are high in metal 
goods and that if such inventories 
could be carried through the sum- 
mer, it would stand in good stead 
in the fall, should the present criti- 
cal world situation continue. 

F. Juraschek, assistant director 
of commercial research, United 
States Steel Co., in discussing the 
distribution of steel, said that gov- 
ernment priorities for steel amount 
to approximately 50 pct of the 
steel industry’s production. De- 
fense needs in June, 1950, amount- 
ed to about 1% million tons of 
steel products, or some 25 pct of 
the total production of that month, 
while in April, 1951, it amounted 
to about 314 million tons, or almost 
half the total production. 

Thus, he pointed out, the “civi- 
lian take” has already decreased 
from about 4 1/3 million tons, or 
75 pet of the production in June of 
last year, to some 314 million tons, 
or 50 pet of the production in April 
of this year. The loss is expected 
to increase as the months go by, 
he said. 

Mr. Juraschek observed that the 
current tightness of steel varies 









RAY P. FARRINGTON 


President 


considerably by products, tightest 
of all being plates, structural 
shapes and bars, with Government 
directed tonnages covering up to 
96 pct of the production of some 
of these products. Least affected 
so far are sheets and tin plate. 
Taking sheets in all categories, he 
said, current NPA claims absorb 
about 48 pet of production, while 
that portion of these NPA claims, 
common to industry usage, in the 
pre-Korean period, absorbed about 
40 pet. 

The Controlled Materials Plan 
was seen by Philip T. Coffin, man- 
ager, Warehousing Division, Alu- 
minum Co. of America, as capable 
of bringing about a tremendous im- 
provement in the supplies of alu- 
minum for both the defense effort 
and civilian use if it is effectively 
established and carried out as in 
World War II. 

Comparing the production of 
primary aluminum in the United 
States in 1939 with the estimated 
production capacity in 1950, Mr. 
Coffin pointed to an increase of 
roughly 500 pct. Total projected 
production capacity announced to 
date in North America is 3,615,- 
100,000 pounds per year, or about 
7144 times the 1939 production in 
North America. 

Mr. Coffin pointed out that pro- 
ducers must set aside up to 60 pct 
of pig aluminum production for the 
military while government stock- 
piling would take another 20 pct 
of prime pig production. About 10 
pet would be required for the farm 
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Iwo Popular NATIONAL LOCK Hardware Items 
That Exactly Meet Your Market aequirements 


No. N61-380 


National Tutch Latch is a substantially-built 
easily-applied latch for use on wood cab- 
inets. Completely concealed from exterior 
view, it opens door automatically at the 
simple touch of finger, wrist, arm, elbow 

or knee. Slam door shut or close it gently 

Tutch Latch holds securely, provides 

positive latching action. Envelope pack- 


aged for your convenience in handling 


Supplier 


They're Available: 


No. NO1-336 Rubber 
Roller Catch 


Inexpensive, yet remarkably eHective in 
operation Fills the bill perfectly in a 

wide range of applications. Quiet. Flexible 

Has two free-wheeling rubber rollers. Sturd- 

ily built to last. Rust resistent finish. Strike 

has marker prongs to simplify installation. Care- 
ful inspection proves this to be the finest rubber 


roller catch on the market. It's envelope packaged 


mm 


PVM WATIONAL LOCK COMPANY 


y) < 
il i" Rockford, Illinois »- Merchant Sales Division 


Diclinelive Hardware... All trom | source 
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HERE’S WHY 


Teall 


SCREWS, BOLTS, NUTS 
ARE Guns EASIER TO MOVE 


e ° 
Easier to identify See how the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


J 
Easier to handle Pheoll products are 
packed in sturdy boxes that won’t “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


Easier fo get Prompt, reliable detiv- 


ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


° 
Easier to sell Pheoll products are 
money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 
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and the electric power programs, 
thus leaving perhaps less than 10 
pet as free metal for civilian pro- 
duction. 

In an address, “What Makes a 
Star Salesman a Star?” H. B. 
Sharer, sales training specialist, 
U. S. Rubber Co., New York City, 
defined the star salesman as one 
who offers service, who attends 
sales meetings and comes away 
with selling information, who plans 
his calls and sales approach, and 
who has product information at his 
finger tips. 

Mr. Sharer stressed the value of 
a salesman’s knowing every feature 
that has sales value and then know- 
ing how to present those features. 
People don’t buy a product, he com- 
mented. They buy what a product 
does. He also observed that if 
product performance is unusual, 
demonstrate it, for people believe 
only what they can see. 

On the second day of the meet- 
ing, Eugene M. Smith, The Snap- 
out Forms Co., Philadelphia, Pa., 
explained how his company set up 
an accounting procedure for the 


Potts-Farrington Co. to effect an 
annual labor saving of $8,250, in 
after only 542 months of operation 
of the new system. In this installa- 
tion, the forms cost was raised by 
33 pet or $843.75. Of the amount 
saved, $4,400 was saved in the ship- 
ping department. 

Impypved warehouse methods 
were demonstrated by J. R. Man- 
ning, assistant to the general sales 
manager, The Yale & Towne Mfg. 
Co., who discussed “Palletizing,” 
and Richard D. Elwell, McKinsey & 
Co., Management Consultants, New 
York, who spoke on “Developments 
in Metal Warehouse Operations.” , 

Thomas A. Fernley, Jr., execu- 
tive secretary of the National As- 
sociation of Sheet Metal Distribu- 
tors, in his report to the members 
discussed the expanded activities 
of the association in informing its 
members, by bulletins, of OPS- 
NPA activities, and the various 
other activities of the association. 

Concluding feature of the meet- 
ing was an inspection trip to the 
plant of The Limbach Co. in Pitts- 
burgh. 





Outdoor Cooking Equipment Never Out of Season 


(Continued from page 33) 


cially as gifts. People starting out 
to serve barbecue meals generally 
use regular dinnerware, but once 
they get the fever they want ap- 
propriate ranch style dishes, ap- 
propriate for serving outdoors. 









SPECIAL MONDAY! 
PICNIC ICE CHEST 





Number 38, 21” High 







CHARCOAL BROILER 


POR PICNICS AND OUTINGS 





@ Thick Insulation 
@ Enameled Interior 495 
@ Brown Finish Exterior 7 











BUFFALO BROIL-AIR 
All Steel Construction 


> 44, 


© Blower erteched 

@ It's Portable 95 
© 3" bed for cowie @ Cooks Vertically 
© Removable trey @ Easy te Carry ° 
© On wheels, cosy te 
move ebout 


LOW PRICED 









FUN OUTDOORS 


COOKING MEALS AT PICNICS OR HOME BARBECUES 












rs. 27? 


SPORT SHOP BASEMENT 


“Incidentally, most people who 
get the barbecue fever do not wait 
to acquire their equipment piece- 
meal, but purchase all of their 
basic needs at once, and it usually 
amounts to a large sale.” 
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LAFAYETTE AT TAMPA ST. 
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OUTDOOR STOVE & GRILL 
@ Fire pen edjvsteble for height > 
© Hendy swing down frying top 
© Folds wp ond fits in corrying | 


reve Te TT a ty 


case incleded 

- —- 
nee eae 
LOW PRICE e 





SPORTSMAN GRILLS 


© Cow bron construction 
© Deep tryer and grill top 
© Size 19"210'/2" with handle 


Te 13” 


CHARCOAL BUCKETS 


STAINLESS STEEL 
COOKING EQUIPMENT 
ter Outdoors 
EXTENSION FORK . . 
HAMBURGER GRILL .. .95¢ 9s 
MAMBURGER TURNER te omy is 


MAP>SOAPL 


TTT Re a er 












8 
COOKING FORK ..... 
COOKING SPOON ... .95< 
CUBE STEAK GRILL ...1.50 
eee 

SEE OUR HARD-TO-FIND 
OUTDOOR COOKING 
UTENSILS YOU'LL WANT 
FOR YOUR BARBECUE. 





























This is the advertisement that told the store's story. 


HARDWARE AGE, MAY 31, 195! 








HOY 
BUI 
HAR 
PRO 


with 


cutti 


Dozens 
place to 
can get 
the helf 
be prof 


TAP TE 
The cat 
tools cc 
hobbyi: 
and re] 
each is 
the rig 
materi: 
service 


THE $ 


HARD 





ffect an 
,250, in 
eration 
nstalla- 
ised by 
amount 
1e ship- 


nethods 
 Man- 
al sales 
e Mfg. 
izing,” 
nsey & 
s, New 
pments 
ons.” . 
execu- 
al As- 
stribu- 
mbers 
ivities 
ng its 
OPS- 

arious 

lation. 

meet- 

(0 the 

Pitts- 


who 
wait 
iece- 
their 
ually 


i 


ify 


Pa. 5: 
zi |i y 


herd rd wore Ue UP 


ili. +, i, 


SE ES SP 


hae 


os 
4 


ee 

























HARDWARE 












HOW T0 
BUILD 
HARDWARE STORE 
PROFITS 


with mechanics’ 


cutting tools 


Dozens of your customers are looking for a 
place to buy mechanics’ cutting tools. You 
can get their business on these items with 
the help of this new 30-page catalog. It will 
be profitable to you and a service to them. 


TAP THE HOME WORKSHOP MARKET 


The catalog lists all the mechanics’ cutting 
tools commonly wanted by home workshop 
hobbyists, farmers, mechanics, electricians 
and repairmen. It tells the uses for which 
each is suited. One page tells how to select 
the right drill for every class of work and 
material. Other service pages make it a real 
service selling book. 


STANDARD [OOL (0. 


(NY ALU 


BRAMERS 


NI ANDARD [OOL LO 


SAN FRANCISCO 


50 SETS OF TOOLS 


For those who prefer these tools in sets, 
more than 50 are listed in attractive con- 
tainers. Several of these are packaged in 
attractive form for window or shelf display. 


FOREMOST QUALITY 

Standard Shield Brand Tools have been 
used by industry since 1881. They are 
Foremost Quality in design, construction, 
workmanship. 


Ask your wholesaler for a free copy of 
this Standard H-50 Catalog. Let it work 
for you to build profitable mechanics’ cut- 
ting tool business. 


3950 CHESTER AVENUE 


New York « Detroit + Chicago * San Francisco 
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THE STANDARD LINE: Drills + Reamers + Taps « Dies « Milling Cutters + End Mills Hobs + Counterbores + Special Tools 













CLEVELAND 14, OHIO 















is the time 


Now is the time to sell Shelby 
Air-Check Door Closers—now 
is the time they're needed for 
screen and combination doors. 


The striking maroon, yellow, 
and white of the new No. 666 
Air-Check box attracts cus- 
tomer attention and the illus- 
trations and copy tell the com- 
plete story. Set up a display in 
your store, similar to the one 
above, and you'll be amazed at 
the results. 


Shelby displays help you sell! 


The Shelby No. 666 AIR-CHECK 
door closer is the largest pneu- 
matic air-check made for storm, 
combination, and light interior 
doors. It closes doors smoothly 
and surely—without a bang. 


Order this fast- selling profit 
item from your jobber NOW! 


Spring Hinge 


Company 
Shelby, Ohio 








Boy Scout Service Builds Traffic 


(Continued from page 39) 
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Given over chiefly to camping and hiking equipment this 
panel also includes troop numerals and patrol insignia. 


proper membership cards. Al- 
though Scout rank and merit 
badges may not be handled by the 
store, it does offer cuff links and 
other jewelry with the official Boy 
Scout emblem. Manuals for the 
boys and for their leaders’ use 
are offered through the post. 
Troop numerals and patrol in- 
signia are among other items the 
Post is permitted to sell. 

The basic Boy Scout uniform 
sells at $11.00, prices on it and all 
official scouting equipment offered 
by the store being according to a 
schedule of suggested retail sell- 
ing prices provided by the Boy 
Scouts of America. While the 
markup on scout goods is not 
large, the traffic and goodwill 
built at the Post is of great value 
to the firm. 


Although the Boy Scouts of 
America will not permit the sale 
of official scout equipment to 
those not accredited members of 
the organization, there are in- 
stances such as at Christmas time 
when parents or friends wishing 
to make a surprise gift may order 
it at the Trading Post. The firm 
then gets direct approval from 
authorized Scouting officials for 
the sale. 

The Post’s display, pictured in 
this page and upon page 39, is 
always neatly arranged and 
plainly identified as an Official 
Boy Scout Trading Post. News- 
paper advertisements are used to 
remind scouts and their leaders of 
the Post about once every 60 days, 


averaging space 12 in. by 3 
columns. 





Promotions Must Be Well Planned 


(Continued from page 44) 


store the day before the promotion 
and we made all arrangements so 
that everything was in place so 
that we would be all set for the 
next day. These arrangements in- 
cluded setting up a display that 
would do justice to the Coleman 
Service Day; setting up coffee 
urns, coke dispensers, Coleman 
camp stoves on which to cook the 
hot dogs; and fixing up a work 
bench for the servicing of Cole- 
man appliances. 

“In addition to the newspaper 
ad we spent $100 for time on three 





radio stations on June 3, to an- 
nounce the special event the next 
day and we also hired a sound 
truck to advertise on the streets. 

Fortunately, we have a seli- 
service store, for at 8 o’clock on 
the day of the promotion there was 
a crowd waiting for us to open the 
doors. By 10 a. m. there was barely 
room to move around. The crowd 
kept coming until 5:30 p. m. when 
we closed the doors. 

“Both Mrs. Randall and my wife 
were of great assistance, and took 
complete charge of dispensing the 
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Delivering to you the huge U.S. Farm Market for 
Asphalt-Aluminum roof coating with the 










“a 1 roof-saver- ’ e r 
“-~ eee it-aluminum identified 
” 


ha 
a this warranty--- 





Full page, two-color ad in June issues of: 
“FARM JOURNAL”.... reaching 2,825,072 farmers 
“PROGRESSIVE FARMER”...... reaching 1,167,076 


Plus... 


o featured spot in twenty two-thirds-page ond 
half-page reader-type insertions appearing from 
June through December in: 

“COUNTRY GENTLEMAN”.... circulation 2,328,702 
“SUCCESSFUL FARMING’ .... circulation 1,227,941 
“CAPPER’S FARMER”........ circulation 1,360,344 
“FARM QUARTERLY”........ circulation 165,000 
also “FARM JOURNAL”, “PROGRESSIVE FARMER” 
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TOTAL CIRCULATION OVER 
9,000,000... BLANKETING THE FARM 
MARKET OF THE U.S. A. 


Every-ad sells asphalt-aluminum as the 
superior roof coating...and urges farmers 
to make sure of dependable quality by insist- 
ing on brands with the Warranty label. 
Stock and display WARRANTY BRANDS 
and get your share of this profitable busi- 
ness! For list of manufacturers using the 
Warranty, write to 

REYNOLDS METALS COMPANY, 
General Sales Office, Louisville 1, Ky. 
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DAISY 


FURNITURE 
CASTERS 


QUALITY AT 
POPULAR PRICES 






















These are days when 
it pays to have quality 
merchandise at reason- 
able prices. DAISY 
Furniture Casters an- 
swer this need. 


DAISY Casters are well 
made of quality ma- 
terials. Mass production 
on automatic ma- 
chines permits pop- 
ular, low retail 
prices. 

Stock the complete 


DAISY line of furni- 
ture casters. 


SCHACHT RUBBER MFG. CO. 


DEPT. H HUNTINGTON, IND. 





SPENCER CO. 


refreshments—1,000 hot dogs, 30 
gallons of coffee and 20 cases of 
coke. 

“We even enlisted the services of 
several outsiders to help us handle 
all the customers. In addition to 
making tackle sales of $2,200 we 
serviced 12 appliances and sold 
$25 in stove and lantern parts.” 

This experience has shown Mr. 
Hall that there’s a right and a 
wrong way to run a special pro- 
motion. 

“Frankly,” he states, “all the 
previous service days we had held 


in conjunction with Coleman Co. 
had been duds. On those occasions 
we had run only a small canned 
ad in the local newspaper and per- 
haps had a couple of spots on the 
radio and the results were only in 
the same proportion. A few cus- 
tomers always came in for free 
service and some small parts were 
sold, but that was about the extent 
of the results. 

“Last year’s event showed us 
what can be accomplished when 
you put on a well-organized pro- 
motion,” Mr. Hall concluded. 
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Dealers Pay for Signs? 


Dear Editor: 

Referring to the discussion on 
page 122 of the March 22 issue, 
entitled “Should Manufacturers 
Charge for Advertising Material,” 
are you aware that manufacturers 
and distributors of cigars, candy, 
soda and groceries supply dealers 
with free advertising? The largest 
interior and permanent outdoor 
signs for these items are on a 
rental basis, with the dealer being 
paid to have same displayed. 
Some of these items carry a bet- 
ter markup than many hardware 
items, plus a higher turnover rate. 
It is time that appliance, hard- 
ware and machinery dealers refused 
to pay for a reasonable percentage 
of advertising of any description. 
Most distributors try to sell out- 
door neon signs on a 50-50 basis. 
Considering these signs are a pro- 
duction item, they are definitely 
over-priced. 

We feel that the dealer’s name 
in neon, in front of his place of 
business, is a greater asset to the 
business than the advertising of 
one name or trademark of one 
product. 

Yours truly, 
Louis A. Gordon 
Florida Hardware Co., 

Florida, N. Y. 


Editor’s Note: Mr. S. C. Baer, of 
the S. C. Baer Co., author of the 
original discussion that appeared 
in HARDWARE AGE, has the follow- 
ing comments on Reader Gordon's 
statement: 


“There are many advertising 
practices in the food, drug and 
allied fields which cannot be satis- 











THE BILLINGS & 
Hartford 1, € 


U.S.A 





factorily applied to hardware and 
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other durable goods retailers. Many 
of their display sets, signs, etc., are 
deals; many of them are of an in- 
troductory nature in which the 
manufacturer or producer is will- 
ing to take a smaller discount to 
introduce his products. 

“The overall costs of all adver- 
tising materials are naturally in- 
cluded in the price of the merchan- 
dise, even though they may be des- 
ignated as ‘free.’ From our point 
of view, it is better for the dealer 
or retailer to pay a part of the cost 
of this material and to know what 
that cost is rather than to have it 
added to the price of the merchan- 
dise. 

“In the hardware business, many 
lines are marketed through individ- 
ual or exclusive stores in a com- 
munity. If the franchise is valuable 
and is limited to one outlet, that 
retailer should find it to his advan- 
tage to pay a part of the cost of 
local promotion. 

“In the grocery, drug and allied 
fields, there are few exclusive out- 
lets and it is much more difficult 
for a manufacturer to obtain co- 
operation from retailers and local 
advertising for his products. 

“Mr. Gordon suggests that man-* 
ufacturers in the hardware field are 
all charging for their advertising. 
This is far from the fact, as we 
pointed out in our article. Too few 
of them are getting back even a rea- 
sonable part of their expense. 

“There is no one answer to this 
question and each manufacturer 
and retailer must meet the require- 
ments of his own business. But of 
one thing we are certain: Much 


better use is made of advertising 
material when all channels involved 
have a share in its cost.” 
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A FULLY 
CHROME-PLATED 
CABINET 


There is no more beautiful cabinet made 
than this Ideal model which is chrome- 
plated not only on the outside but also 
on the inside. Nothing finer is obtainable 
at any price. 


Its fluorescent lights, which are operated 
from the main bathroom switch, provide such 
brilliant illumination that no other lights are 
required. The junction box, with which it 
is equipped, further reduces electrical instal- 
lation costs. 


Other features are: Copper-backed mirror. 
Piano hinges. Convenience outlet. Cushion- 
spring door stop. Razor blade drop. All 
wires encased. 


18 Models 


© Write for descriptive 
literature on our complete 
line of bathroom cabinets. 


Ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc. 


7722 JOY ROAD 
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DETROIT 4, MICH. 


SCHCAGE | 
LOCKS 


For over 25 years 
in all types of homes, 
outstanding commercial buildings 
and even in the world’s greatest 
ocean liners, Schlage Locks’ 
durability and economy 


have been proved. 


SCHLAGE 


The World’s Most imitated Lock 


SCHLAGE LOCK COMPANY 
2201 Bayshore Bivd. Empire State Bldg. 
Son Francisco New York 










WOOD 
JOINERS 


Tra 


A Steady 
Profit Puller 





= 10” corten display 
* printed in red and black 
or on cords fer bin display 


Here's a wood joiner that really 
HOLDS .. . and holds without |SCREENS 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, “T", split or 
dado joints. Perfect for repairs 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps... 
show uses 


us Ga new 
REE. Ask 














sone wood joints that 
of SKOTCH Wood Joiners 
counter folder are yours 











your Jobber or write direct for gen- CHAIRS 
erous supply. Dept. HAI. 

SUPERIOR FASTENER CORP. 

2949 ELSTON AVE... CHICAGO 18, ILL. SIGNS 





__ GRIPS LIKE A VISE 














| ita 
Professional Bulk 
OR 


Cartridge Guns 


“QUALITY UNSURPASSED" . . . VITAL guns are 
manufactured in our plant—to highest standards— 
unconditionally guaranteed. ‘‘Maintenance’’—ever 
popular Model D-49 gun, for bulk or cartridge 


loading . . . lists for $4.35. Other sizes and 
prices on request. VITAL CAULKING GUNS—first 
since 1909. 





Ul 
\ vital CA 


SELECTED ALL-PURPOSE 
VITAL NOZZLE SET OF 10 


Yes, this eye-catching display rack of VITAL inter- 
changeable nozzles is one way Vital leads to extra 
sales! A large throated wousle for every job! .. . 
Selected all-purpose nozzle set of 10—$5.45. 


SEE YOUR JOBBER OR WRITE US TODAY 
VITAL PRODUCTS MFG. CO. 
7500 Quincy Avenue, Cleveland 4, Ohio 













tubes, and are covered with plastic 
sheeting. This plastic makes the 
letters more attractive at night and 
increases daytime visibility. 

The windows extend across the 
entire front, and down to ankle 
height. Displays are limited to a 
narrow window ledge. 

The side walls angle in toward 
the rear of the store. Goods are 
kept low on the eight island dis- 
plays so that the customer can see 
over them, right to the rear of the 
store. The store was engineered 
and refixtured by the New England 
Hardware Dealers Association. 


The Color Scheme 


Considerable planning had been 
done on the color‘scheme. A dark 
spice color has been used on the 
front and back walls, velvet blue 
on the left wall and tokay on the 
right. These colors not only add 
warmth but also tend to fore- 
shorten the store, minimizing a 
long, narrow look. 

Color has been used to minimize 
two rows of metal posts which run 
the length of the store, by painting 
them in a light color to a height of 
7 ft. The tops are painted in the 
spice color to make them blend into 
the color of the walls. 

In general, the Dickson brothers 
followed the floor layout which they 
had developed and found most use- 
ful, over a course of years. An 
effort was made, however, to relate 
allied merchandise as much as pos- 
sible. For example, floor waxes were 





Color Draws the Traffic 


(Continued from page 11) 





Related merchandise is kept together to promote impulse buying. 


moved from the paint department 
to a position next to mops and 
brooms. 

The store is arranged with the 
men’s side on the left and women’s 
side on the right, and impulse items 
are displayed on the center islands. 

It is estimated that 25 pct of a 
hardware store’s sales today are 
attributed to impulse selling, so the 
Dickson Brothers gave considerable 
thought to this in planning the 
store layout. 

Each display and shelf is planned 
to carry enough stock to meet an 
average week’s demand. 

Even though the firemen did an 
efficient job in extinguishing the 
fire last November, there was dam- 
age amounting to about $25,000, 
much of it to Christmas merchan- 
dise which had been recently re- 
ceived. 

The store was closed for three 
days while the Dicksons, four floor 
salesmen, the bookkeeper, two me- 
chanics and delivery man cleaned 
up the mess. Badly damaged stock 
went to the dump. The rest was 
cleaned up and offered at discounts 
of 20 to 25 pet. 


Goods Sold in 10 Days 


Without advertising, except win- 
dow signs, the word spread like 
wildfire among the store’s regular 
customers. They came in droves and 
many bought as much as $50 worth 
of goods at a crack, with the result 
that the bulk of the damaged gvuod< 
were sold in approximately 10 days. 

The Dicksons believe that this 
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was the first time in about 100 | 
years that the store has been in 
existence that a sale was held, but 

it was urgent to clear out the dam- 

aged stock in a hurry in order to 

replace it with new Christmas mer- 

chandise. Ordinarily, they do not 

do “bargain” selling for they feel 

they cannot compete with the bar- 

gain basements of the Boston de- 

partment stores which are only 

four subway stops away. 


Just the day before the fire, the | 


store had mailed its Christmas cat- 
alogue, which listed about 150 
items, ranging in price from $1.00 
to $39.00. 

As an example of the effective- 
ness of a catalog to regular cus- 
tomers who trust a store’s prices 
and merchandise, Paul Dickson 
said, “Customers began calling up, 
the Monday after the fire, saying 
‘Paul, take a pencil. Here’s a list 
of presents I want you to send to 
people.’ Most of these were sent, 
unseen by the donor.” 


Catalog Got Results 


The Christmas catalog was 
mailed to about 1500 charge cus- 
tomers and produced about 25 pct 
of the store’s business for Decem- 
ber. The Dicksons use no outside 
mailing lists, no telephone direc- 
tories and no handbills. They feel 
that most people get too many mail- 
ing pieces during the Christmas 
season from sources they know 
nothing about and that most of 
these well-intended efforts just 
make a quick trip to the waste- 
basket. 





HARDWARE HUMOR 
By Hardware Age 








"Do you guarantee it to work?" 
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” WHALE pi LINE 


EXTRA STRONG, SOLID BRAIDED COTTON LINE. Smooth 
glazed and pliable. 50 ft. hanks, 2 connected. 






























“TITE-ROPE CLOTHES LINE 


WIRE-CENTRE, PLASTIC-COATED. Stretchless—easy to 
clean. 50 ft. hanks, connected. 


TIE IN RELATED ITEMS! 


For extra sales, display Samson Clothes Line with other laundry 
clothes pins, clothes baskets, clothes line reels, etc. One 
purchase leads to another. You 
profit! 


items... 














YOUR JOBBER HAS sbsocs 
FAST SELLING, NATION 
ADVERTISED LINES 

these other Sam- 
Spot, Phoenix and 
masons’ line; 
n blind cord; 
e; marine 
etc. 





Also, suggest the purchase of 
an extra hank of clothes line for 
your customer's summer home. 







He also carries 
son products: 
Aetna sash c 
shade cord; venetia 
awning line; garden lin 
cords; solid braided rope, 
Order today. 
Write for sa 
mation. 
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CORDAGE WORKS 


Boston 10, Massachusetts 












How to keep 


a good man 





| Team him up with the 
new “TOM THUMB’ 
portable threader! 


No question about it—the new No. 582 
"TOM THUMB" is a pleasure to operate. 
The high quality of threads and the 
speed of getting them with almost no 
physical effort on this super-modern 
machine keeps a good mechanic happy. 
| What's more, the increased efficiency 
and low cost of pipe threading nee 
a profitable investment for you! 







The new warehouse building of 
| Union Hardware & Metal Co.. Los 
| Angeles, Calif., puts under cover 

more than 500,000 sq. ft. of space 
and gives this 7l-year old whole- 
sale firm one of the most modern 
and efficient buildings in the in- 
dustry. 

The new building, according to 

Edward H. McLaughlin, was de- 
signed to achieve the goal of re- 











It takes illustrated BULLETIN NO. 582 
| (copy on request) to tell you WHY 
this new'"TOM THUMB’ is the king of the 
portables”. But note these few samples: 


“Auto-Grip" front chuck. EXCLUSIVE 
Oster feature. Eliminates bars and ij 
wrenches. Automatically grips ANY kind 
of pipe. The TOUGHER the pull — the 
TIGHTER the grip. Makes chucking pipe 
| as easy as | -2-3. 








Spindle, shafts and worm in headstock 
are ALL mounted in BALL BEARINGS. 
This assures a smooth, frictionless, 

| powerful drive—ideal for pipe machines. 
Many other features. 


Better write for that BULLETIN: NO. 582 io " ‘ 
right now. The new No. 582 is a top- moe E 
notch business investment! = : Lip shi 
THE OSTER MFG. COMPANY wat a on 
2028 East 61st Street © Cleveland 3, Ohio ; | ey 


FIRST WITH THE BEST 
IN THREADING MACHINES 
SINCE 1893 





ey. 


View of the 
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toy sample room with its 2000 sq ft of display 
rooms for sporting goods, industrial supplies, and a 6000 
merchandise. 





The new warehouse of Union Hardware & Metal Co. 


New Union Hardware 
Warehouse 


duced handling costs and to enable 
the company to render better ser- 
vice. 

Looking at the accompanying 
photograph of the new building, the 
structure at the left is the two- 
story sales and office building. Next 
is the three-story broken stock 
warehouse, followed by the two- 
story steel warehouse. At the far 
right is the original package ware- 


*{ “Ser 


7 = 
: > 


space. There are also sample 
sq ft sample room for general 
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2155 SCRANTON ROAD °¢ 


“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished qomeee head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110,000 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specified, 
with flat and chamfered machined 
pa. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


e 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
pioneers in producing connecting 
rod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 


e e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the col 
upset process. Cup points machine 
turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental! purposes. Steel in- 
sert — steel covered. Finish: plain, 
zinc plated, cadmium plated. Size: 
9/16”, 3/4",15/16" across the flats. 








Tapped 1/4" to 3/4” inclusive. 

Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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TANDARDS 

carried by 
LEADING 

DISTRIBUTORS 













* 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 











WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 







Make y dur store 
the Headquarters for 


Family Fun 


= with 


SouTH BEND Croquet! 


COMMENDED 
PARENTS 
Be the source for all equip- 
ment connected with fam- 
ily fun! Tie in South Bend Cro- 
quet with displays of outdoor 
accessories. You'll benefit from 
the increased interest in yard 
activity promoted by this popu- 
lar family game. 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South -Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & S. W.— Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.-Standard Toy Agencies, 718 Mission, 
San Francisco, Calif. 
Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 
SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 


SOUTH BEND 


t. 











View of the buyers’ offices. The office building is 
air-conditioned and has an acoustical tile ceiling. 


house. These buildings have a 

frontage of more than 1000 ft. 
The new warehouse, which in- 

cludes a cafeteria that seats 400, 


employs every type of modern ma- 
terial handling device to make 
handling more efficient and safer 
for employees. 


A portion of the shipping dock, with the steel warehouse in the background. Note the 

extensive use of conveyors. Bins in the hardware division accommodate 40,000 items, while 

the wire products area has 73,800 sq ft of floor space for storing wire, nails, galvanized 
. ware and full package merchandise. 


Put Visiting Salesmen to Work for You 


(Continued from page 32) 


to make them more accurate and 
legible. Or. Mr. Close might devote 
his talk to the necessity for keep- 
ing the want book up to date; or 
perhaps on the proper checking on 
requests for credit, especially on 
new accounts. 

The salesmen are encouraged to 
participate freely in discussions 
and they’re not discouraged from 
“blowing their tops” occasionally. 


Mr. Close thinks that this often 
serves to bring to a head some 
store situations which require 
attention, but which might not 
otherwise come to the attention of 
the store’s management. 

The men also are asked to give 
suggestions on merchandise from 
their various departments which 
should be featured in window dis- 
plays and advertising. 
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THIS BIG NAME IN THE 
HOUSEHOLD METALWARES BUSINESS 


orn ma- 
make 
1 safer 








De Luxe is a complete line, including Galvanized Ware, Tinware, Colored Ware, Mop Pails, 

Garbage Pails, and Ash Cans. De Luxe Household Metalware is in demand because of 

high quality backed by National Advertising. 

Be sure to stock, feature, and sell De Luxe Household Metalware. Talk to your Jobber's Representative about it now. | 
} 


SCHLUETER MFG. CO. ¢ ST. LOUIS 7, MO. 
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Latest Information on New Hardware Merchandise 





(Continued from page 13) 
a tiny hole in the bolster for 
straightening the points of hooks. 
Retail price: $5.00. Union Cutlery 
Co., Olean, N. Y. 





New Electric Range 


This new automatic electric 
range, RD-12, has pushbuttons that 
light up in different colors to show 





heat settings of the surface units 
and oven. The baking unit is under 
the oven liner for greater capa- 
city, and there are three surface 
units and a deep-well cooker that 
can be converted to a fourth sur- 
face position. A new short order 
unit speeds up cooking operations 
involving small utensils. Oven can 
be pre-set to shut itself off with 
an electric clock timer. There are 
two storage drawers and a warmer 
drawer. Hotpoint, Inc., 5600 W. 
Taylor St., Chicago 44, III. 








Three-Purpose Fan 


This three-purpose fan can be 
used as an exhaust fan, an intake 
fan, or a floor -or table air condi- 





60 


tioner. The 20-in. fan is easily in- 
stalled in any window by the lock- 
in principle, which holds the fan 
firmly in the window frame. The 
cabinet is ivory baked enamel, and 
is totally enclosed for protection. 
Built-in handles make easy moving. 
It has quiet, two-speed operation. 
Lonergan Mfg. Co., Albion, Mich. 





Rotary Lawn Mower 


This rotary mower, Mo-Ali Jr., 
has a full 16-in. cut and weighs 
only 37 Ibs. It is of all-steel con- 
struction, has a tubular steel han- 
dle with rubber grips, and _ ball- 
bearing rubber-tired wheels. 'There 
is a lightweight direct drive 1.2 
h.p. *2-cycle gas engine. Mo-All Jr* 





has baked wrinkle finish. Retail 
price: $79.95. Yollrath Co., She- 
boygan, Wis. 





New Screwdriver Line 


A new line of pistol grip screw- 
drivers, identified as the ED series, 
has been added to Thor’s Silver 
Line portable electric tool series, 
and is available in 13 attachment 
and speed variations for driving up 
to No. 12 screws and for setting 
nuts up to % in. thread. All ED 
models are from 30 to 35 pct light- 
er, and will deliver more power. 
They are available in speeds of 500, 
800 and 1,000 r.p.m. in all straight 
and 35 deg. angle attachment 
models, and 660 and 880 r.p.m. in 
right angle models, with positive, 
kickout and double slip clutches. 
Independent Pneumatic Tool Co., 
175 N. State St., Aurora, Il. 


New Hand Tool 


This single hand tool, called 
Smitty Jr., fits the smaller size, 
standard socket head screws and 
bolts. Six individual socket 
wrenches, sizes .050, 1/16 in., 5/64 
in., 3/32 in., 1/8 in., and 5/32 in, 
fold knife-like into the sturdy han- 
dle. Wrenches are of a high qual- 
itv. temnered steel, and can be 


» " 
& 








ground or replaced when they be- 
come worn. H. D. Hunter Co., 3499 
E. 14 St., Los Angeles 23, Calif. 





Cheese, Butter Slicers 


This Presto cheese slicer is made 
of die-cast aluminum, and cutting 
wire is tinned Swedish spring steel, 
replaceable and guaranteed. The 
angle at which the handle is held 
automatically determines thickness 
of slice. A guide roller assures uni- 
formity. The Presto butter cutter, 
made of the same materials, cuts 18 
uniform slices to @ quarter pound 
of butter. R. A. Frederick Co., Inc., 
434 Elm St., Cincinnati 2, Ohio. 





. Glass Cleaner 


Aeromist Glass Cleaner formula 
is now available in unbreakable 
plastic squeeze-bottles, which make 
a convenient spray for the cleaner. 
Aeromist cleans windows without 
streaks or film, and leaves no pow- 
dery residue. An introductory offer 
combines one Aeromist plastic bot- 
tle and one regular refill-size Aero- 
mist for 49c, packaged in a handy 
little carton. Boyle-Midway Inc., 
22 E. 40 St., New York 17, N. Y. 
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Corbin 


Tubulars! 


If you want 

your sales to grow, 
Feature brands 
that buyers know! 


Corbin Tubulars and other fine 
Corbin Hardware are nationally 
advertised in twenty-three (23) 
publications, including: AMERI- 
CAN HOME, THE SATURDAY EVENING 
POST, SMALL HOMES GUIDE, HOUSE 
BEAUTIFUL’S MAINTENANCE AND 
BUILDING MANUAL, BETTER HOMES 
AND GARDENS’ BOOK OF BUILDING, 
AMERICAN BUILDER, PRACTICAL 
BUILDER, leading school, hospital, 
and architectural publications. 
No other door hardware is so 


widely advertised! 








It's a wise choice — for your customers,.for you — when you 
recommend Corbin Tubular Locks and Latches for any home. 
Here’s why: QE 


Corbin Tubulars are quality hardware, yet priced within 
the budgets for modest homes. C{] REIN 
Corbin Tubulars are quick and easy to install, yet ruggedly 
built to serve for many years. 

P. & F. Corbin 
DIVISION 


More and more of your customers are learning about these 

advantages through Corbin advertising in leading national pub- 

lications. They know that Corbin Tubulars provide both the 

quay and economy to fit their needs. Why not cash in by 
owing — and selling — Corbin Tubulars NOW! 


Corbin Tubulars are made with metal or glass knobs, and in 
functions for every residential door. 


The American Hardware Corporation 
New Britain, Connecticut, U. S. A. 














New Heaters 

Five new Gas-Saver heaters have 
been added to the Superflame line. 
The units range from 18,000 to 
65,000 BTU input, and have a mod- 





ern cabinet design, with a baked-on 
Silicone finish. Features include a 
double Gas-Saver, stainless steel 
ribbon-type burner, All - In - One 
automatic safety control combining 
the pressure regulator, safety shut- 
off, main burner and pilot valve. 
Illustrated is Model D-45 with a 
45,000 BTU input. Queen Stove 
Works, Inc., Albert Lea, Minn. 


New Tile Wax 


This new wax for asphalt and 
rubber tile floors is called Preenet, 
and cleans the tiles as it waxes 
them. Polishing waxes are com- 
bined in a water emulsion with 
cleaning agents so that old layers 
of wax cannot collect on the tile. 
It retails at $1.09 a quart and 
$3.24 a gallon. <A _ concentrated 
cleaner for preliminary cleaning 
retails for 98¢ a quart. An attrac- 





62 


tive red, yellow and black counter 
card is available for displaying 
Preenet. A. S. Harrison Co., South 
Norwalk, Conn. 





Faucet Filter 


This three-way combination of 
filter, aerator and spray, called 
Airo-Filter, is adaptable to any 
faucet. The filtering is done with 
a disposable cloth filter that re- 





moves grit and algae from ordinary 
drinking water. Counter displays 
and mats are available to dealers. 
Filter-Kleen Mfg. Co., 314 Chelsea 
St., Everett, Mass. 





Woodenware Bowl Set 


These hard maple bowls suitable 
for French Provincial have been 
hand rubbed and polished to a soft 
satin finish in tones of brown. The 


/ 





complete woodenware set cunsists 
of salad and fruit bowls, bun serv- 
ers, individual salad bowls, Lazy 
Susans, plates, round trays, and 
fork and spoon sets. White Studios, 
2421 McKinney Ave., Dallas, Tex. 


Clothes Line Tightener 


This line tightener, called Tite 
Line, can be attached by hand to 


wire or any standard line and 
adapted to other plastic or rope 
lines. One pull removes all slack, 
and over 500 lbs. may be held. Jaws 
push in to release the line. The 
housing is precision-made alumi- 
num, and jaws and spring are tem- 
pered plated steel. There are no 





bolts, nuts or threads to rust. A 
display carton holds 48 Tite Lines. 
Retail price: 39c each. A. C. Sales 
Co., 1527 N. Western Ave., Holly- 
wood 28, Calif. 


Cold Pack Canners 


New cold pack canners are made 
of heavy gauge steel with strong, 
welded handles, finished in dark 
blue enamel flecked with white. The 
electro-tinned rack is designed to 
give adequate height above the bot- 
tom of the canner. No. 20 CP has 
a 20 qt. capacity, and comes packed 
four to a carton. No. 24 CP has 
a 24 qt. capacity, and comes packed 
two to a carton. Belmont Enamel- 
ing & Stamping Co., New Philadel- 
phia, Ohio. 


Hot Rod Toy 


This cellulose acetate plastic, hot 
rod toy, called No. 6490 Hot-See- 
Rod, has transparent plastic chas- 
sis and engine, permitting full view 
of colored pistons and crankshaft 
action. Available in body colors of 





HARDWARE AGE, MAY 31, 195! 














HARD 








| line and 
ic or rope 
s all slack 
held. Jaws 
line. The 
ade alumi- 
ig are tem- 
re are no 








rust. A 
ite Lines. J* 
C. Sales 
2., Holly- S 
uggest...... 
It would be well for Judd customers 
to be mindful of the restrictions pre- 
ire made ‘ling i cal k 
 ‘strone, vailing in most raw material markets. 
in dark We ask you to cooperate with us in 
nee ‘i our effort to keep all our old custom- 
ea to 
the bot- ers supplied to the fullest possibility. 
CP has Please order only what you need when 
Fe you need it. We are producing to ca- 
| packed pacity on all merchandise not pro- 
“mamel- hibited. We are delivering as much as 
hiladel- 
we can as fast as we can. 
No. 9341 and No. 9342 (single and 
double curtain rods with non-snag 
thimble-tip) are available for prompt 
tic . 
tt delivery. Also No, 9340 extender for 
: chas- both rods. 
ll view 


mu | HL. JUDD COMPANY 


WALLINGFORD, CONN. 
87 CHAMBERS ST., NEW YORK 7 


There's a Judd 
fixture for every 
drapery need 
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Profits ROLL IN with these 


Fast Selling . . . Nationally Advertised 
Adjustable SCREEN DOOR GRILLES 
















n/% 

























MALLARD 
C-81 for 
STORM DOOR 
$-81 for 





| 

| List $21.50 

| GRILLE ONLY 

Beautiful new ornamental grille de- 

| signs have powerful appeal for 

| practical homeowners. Easily in- 
stalled, handcrafted of lasting 
steel. 

Packed Three Grilles of a Design to the Carton. 



















CONTACT YOUR JOBBER OR WRITE DIRECT 


NATIONAL GUARD PRODUCTS, INC. 


540 Jackson Ave. * P. O. Box 1520 * Memphis 1, Tenn. 
Manufacturers of 
Weatherstrips, Mouldings, Window Guards 














red, blue and yellow, with high 
quality rubber tires. Pulling out 
the license plate permits removal 
of the body, creating a diffcrent 
toy. Individually packaged in a 
colorful box, 1014x5x44 in., 12 as- 
sorted colors to a shipping carton. 
Retail: $2.98 each. Nosco Plastics, 
17 and Cascade Sts., Erie, Pa. 





Ironing Table 


This new ironing table has a ven- 
tilated open mesh top, permitting 
steam to escape freely and allow- 
ing clothes to dry faster. The top 
is steel sheet that has been pierced 
and stretched into a smooth dia- 
mond-pattern surface, which will 





not warp, rust or burn. Six height 
adjustments are possible, and the 
table has two pairs of rubber- 
footed, tubular steel legs, held in 
place during ironing with a lock. 
Baked enamel finish protects the 
table from moisture. J. R. Clark 
Co., Spring Park, Minn. 


Paint Roller 


This new lightweight paint roller, 
called Roto-Roller, has a_ plastic 
roller holding one pint of oil base 
or enamel. Roller is covered by a 
rayon sleeve, which spreads the 
paint smoothly and quickly. It can- 
not be damaged by paint thinner 
and will not dent. Easily disas- 
sembled and cleaned. Colorful leaf- 
lets are available, and the roller is 
packaged in units of six, the carton 
serving as a compact counter dis- 
play. Dealer mark-up of 50 pet. 
Hyde Mfg. Co., Southbridge, Mass. 
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Washable Upholstery 


Mother-of-pearl gray upholstery 
has been added to the Cosco house- 
hold stools and chairs line, consist- 





ing of 2-D Special Stool, 3-G De 
Luxe Kitchen Stool, 4-D De Luxe 
Step Stool, 9-F De Luxe Posture 
Back Kitchen Chair, 14-A_ uphol- 
stered Youth Chair, and 10-A up- 
holstered High Chair. The wuphol- 
stery has a smooth, washable finish, 
and trim is matching gray, baked- 
on enamel. Hamilton Mfg. Corp., 
Columbus, Ind. 





Pull-Push Rules 


New “Pull-Push” rules No. 556 
(6 ft.) and No. 558 (8 ft.) feature 
a blade % of an inch wide for 
greater rigidity. The blade is 
nickel-plated and has a special rust- 
resistant finish built around grad- 
uations and numerals for maximum 
wear. A modern nickel-plated case 
has brushed satin finish. Large 
black numerals and graduations are 
easy to read. Stanley Tools, New 
Britain, Conn. 





Garden Dispenser 


This multi-purpose home and 
garden dispenser, called Flo-Jet, 
has been improved. The new con- 
tainer is light-weight metal, and 
the redesigned inner chamber al- 





lows quicker foaming action. Neo- 
prene tubing is now used for the 
intake line. Flo-Jet attaches to or- 
dinary garden hose and dispenses 


any popular liquid or powder deter-, 


gent or for insecticides, weed con- 
trols and plant fertilizers, ete. 
Retail price: $1.98. A smooth action 
shut-off valve is available at a small 
extra cost. Hydro-Flo Corp., 512 
Hippodrome Bldg., Cleveland 14, 





Ohio. 
Clamp and Thimble 
This new product combines a 


wire rope clamp and thimble in one 
unit. There is a steel casting with 
standard replaceable bolts, and the 
unit is easily installed. It develops 





of ultimate 
maximum 


85 to 90 pct 
strength, and affords 
protection to wire rope. Lubricants 
are not needed, and the heavier the 


rope 


load, the tighter the halves are 
forced together. The feature of 
keying the halves eliminates all 


shear on the bolts. Newman Mfg. 
Co., Box 5905, Kansas City 2, Mo 








Masonry Coating 


This silicated Rubber Coat ex- 
terior masonry finish acts as a filler 
and finish coat combined. It patches 
and paints stucco, cement and ma- 
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*TRADE MARK 


Get your full share of screening profits with the new 
FIRESTONE VELON Display rack. Turns prospects into cus- 


tomers — even while you're busy elsewhere. 
Sturdy — compact: 55%4” high, 45%" wide, 14” deep. 


Stores the six most wanted screening widths: 24”, 26”, 28”, 


*prosp 


They want this permanent, year-round screening because 


Remember, 


rain won't rust it; sun won't rot it; cold won't weaken it; salt 
air won't corrode it; soot and smoke won't destroy its smart 


appearance. 


They like its light weight and its low price. They know it won't 







PROFITS Roll — Off With This 
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SCREENING DISPLAY 


e il displays 
e il dispenses 
eit SELLS! 


30”, 32” and 36”. Ends searching for the right product, the 
right width. No more lifting and carrying. 

Order six rolls now and get this space and time saver for 
only $9. 95 tess than half our cost. We prepay shipment 


from Chicago. 


ects won't be switched! 


bulge or break under extra-heavy pressure. And they know 
it requires no maintenance — never needs painting. 

Available in 42”, 48” and other widths in addition to those 
In forest green, bronze brown or 


carried on the display. 


aluminum gray. Mesh 18 x 14. Filament diameter .015”. 





WATCH YOUR 











INVENTORY! 


There's an avalanche of screening 
business coming your way. See 
your jobber now. If he doesn't 
handle VELON, write or wire us 
today! 


Plastic (lloven Products 


WEAVERS OF Firestone eGn SCREENING 


HARDWARE AGE, MAY 31, 1951 


(A 230 lb. man stood on a length of 
Velon screening for fifteen minutes. 
As soon as he got off the bulge 





disappeared, leaving no 





sign of strain or damage.) 
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51 CAMDEN STREET 
PATERSON 3, N. J. 












| HERE’S THE 


BENDIX COASTER BRAKE 

























Bendix is making unusual efforts to meet both 


today’s requirements and the needs of the 





| industry in the days ahead. 

5 ‘ A QUALITY PRODUCT 

You can sell Bendix Coaster Brakes with 
the assurance that they are unmatched in 
performance and quality. 


OUTSTANDING ADVERTISING 


Millions of readers of national maga- 
zines, comic books and special youth 
publications will see Bendix Coaster 
Brake advertising—the advertising that 
sells bicycles as well as coaster brakes. 


We believe the bicycle industry occupies such 
an important place in the American economy, 
must 


manufacturers, jobbers and dealers 


unite in an effort to “keep ’em rolling.” 


To this end Bendix offers a Three Point Pro- 


gram that will assure first, quality of product, 
‘ DEPENDABLE SERVICE 

Over fifty years experience, plus the 

most modern facturing facilities, 

are your assurance of dependable serv- 

ice on products and parts. 


second, helpful advertising and third dependable 





| service. In the days ahead you can count on the 





Bendix* Coaster Brake Three Point Program 


to help you “keep ’em rolling.” *pec. v.s. pat. oF. 


oa 





ECLIPSE MACHINE DIVISION of 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division 
72 Fifth Avenue, New York 11, New York 
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sonry of all types in one-coat ap- 
plication. Available ready - mixed 
in white or as concentrated addi- 
tive for mixing with Rubber Coat 
tints. Wilbur & Williams Co., 130 
Lincoln St., Boston 35, Mass. 


Twist Drill 


A new twist drill, called Screw- 


| Mate, matches the body shape of 


the corresponding size wood screw. 


CLEARANCE 


DRILLS TAPERED 
PILOT HOLE 


The drill will countersink, drill 
shank clearance, and drill tapered 
pilot hole all in one operation. 
Shoulder on the drill stops it at the 
right depth. Screw- Mate fits any 
drill gun, hand drill, or drill press, 
and comes in a variety of sizes. 
Drill is made from hardened and 
ground high-tungsten steel. D. R. 
Carner Co., Inc., 106 Hospital St., 
Providence, R. I. 


Portable Electric Saw 


This No. 700, 7-in. portable elec- 
tric saw weighs 11 lbs., and has a 
fine balance. It will make 45 deg. 
mitre cuts in finished 2-in. lumber. 
A full % h.p. universal type motor 
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GILBERT PLASTICS @ GILBERT PLASTICS @ GILBE,, 
; ( 


... for 
1,001 USES 


Mechanics, hobbyists, sportsmen, fishermen, home 
repairmen... all of your customers need this handy 
all-purpose box. Ideal multi-compartment box for 
keeping numerous small items neatly stored .. . 
easily identifiable. The GILBERT UTILITY BOX 
is made of top quality, clear, lightweight transpa- 
rent plastic fitted with sturdy, hinged cover. Avail- 
able in 3 sizes with a choice of 3 compartment 
designs for each size. 


PLASTIC BAIT BOX 


Just what fishermen have always 
wanted, Lightweight, rust-proof and 
odorless bait box molded of sturdy, 
durable plastic. No sharp edges to 
cut fingers. No protruding hinges to snag clothing 
or foul lines. Concealed spring, snap lock cover. 
Fits on any belt . . . curves snugly and securely 
at waist. 

Don't let these quick-selling, highly profitable ne- 
cessities get away! Hook on to them today! Send 
in your order now! 





Plastic boxes made te 
your specifications. 


. 
G [ L 5 r R T PLASTICS CORP. @ HILLSIDE, N->* 


Cc 5 
4LBERT PLASTICS @ GILBERT PLASTICS @ SDILSW1d suaglioesaiisY 
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Sprinkling E | 
s, | Clinch the Sale By Show'!ng 


he ALLENCO tine! 


Want 






Yes, the very b-r-e-a-d-t-h of this 
line is your assurance of offering 
just the type and price of item 
wanted. And it helps make more 
dramatic displays! 


5-U-R-P-R-I-S-E-! 

You'll be surprised how many 
ALLENCO Ring sprinklers will be 
bought by your people! Guaran- 
teed for any town's pressure; 
low priced. 
Be sure to get your share of sales 
from 1951 ALLENCO advertis- 
ing: stock a wide variety, use 
our display and mat material. 

Order From Your Jobber NOW or 


write for name of nearest distributor 


Established 1887 


W.D. ALLEN 


Manufacturing Co. 
CHICAGO 6 NEW YORK 7 
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NEW! 
the perfect 


Adjusts Automatically! No Slip! No Bind! 


Safe — even for a child. 
It’s a beauty for display, 
too—brilliant, red plastic hub 
guard plus sparkling chrome 
finish. All functional parts 
tool or case-hardened steel. 
Individually carded. 


Positively—the finest can 
opener ever made! Flexible, 
rolling disc cutter adjusts to 
can automatically — can’t 
bind, can’t slip. Exclusive 
features keep the cutter al- 
ways in operating position. 


FULLY GUARANTEED 


World's largest 
Manufacturer of 


VAUGHAN MFG., CO. 
3211 Carroli Avenue ¢* Chicago 24, lil. 
Half-Century of Quality and Service 


Can Openers and 
Bottle Openers 








IF IT'S 


PICTURE HANGERS 
PICTURE WIRE 
CUP HOOKS 

PUSH PINS 
DRAPERY HOOKS 
KITCHEN HOOKS 
CLOSET ROD BRACKETS 
WARDROBE LOOPS 
FRICTION CATCHES 
SASH LOCKS 

COIL WIRE 


EST. 
tu. TATE co. 3} 
BOSTON, MASSACHUSETTS —U.S.A. 
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BALE TIES AUTOMATIC 


BALER WIRE 


BARBED WIRE 
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Chickens like Bethlehem Fence too! The 
advertisement above is typical of our cur- 
rent campaign in regional farm magazines. 





Whether it’s on your floor or in the window display, Bethlehem 
Fence has buyer appeal. That's because it’s husky in every 
detail, built to last. It's a fence that looks good to anybody who 
wants quality and durability. 

When your customers examine the strong hinge joints, test 
the strength of the tough steel wires, and feel the smooth zinc 
coating—they’ll know it’s a top value. And don’t forget to 
remind them that wire fence goes up faster and lasts longer 
when it’s put up on easy-to-drive Bethlehem Steel Posts. They're 
available in three popular styles. 

Bethlehem Fence is made in all standard styles and sizes—for 
poultry, cows, sheep, pigs, etc. Ask your jobber about Bethlehem 
Fence and the other top-quality steel products shown below. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 


Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 





NAILS AND STAPLES FENCE POSTS 





CLOTHES LINE 
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WHAT'S NEW 





supplies power for ripping or cross- 
cutting at full capacity in hard or 
soft woods. Standard 7-in. blades 
or abrasive discs with %-in. arbor 
hole may be used. The motor hous- 
ing, handle and saw guards are 
aluminum alloy castings, and the 
pase is extra rigid steel stamping. 
Quick adjustments for depth, 2%% 
to 3% in. at 90 deg., and angle, 90 
to 45 deg., are provided. Millers 
Falls Co., Greenfield, Mass. 





Towel Hook 


This lucite or aluminum hook 
with suction cups, called Towel 
Caddy, is ideal for holding towels 
that are used frequently. It comes 


MADE OF 
SPARKLING 





in six colors. Retail price: 70c. 
The Wallace, Davis Co., 2813 Dix- 
well Ave., Hamden 14, Conn. 





Plastic Crisper 


This Lustro-Ware crisper is 
plastic and has a crystal view cover 
that fits snugly. Finger grips are 
part of both the cover and tray for 
sure handling, and recessed finger 
space in the lower grip permits 
easy removal of the cover. It will 
take hot water washings, and may 
be used as a covered dish for picnic 
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foods. Available in crystal or a 
variety of lustrous opaque bottoms 
with crystal tops. Retail: $1.69. 
Columbus Plastic Products, Inc., 
1625 W. Mound St., Columbus, 
Ohio. 





Ship's Wheel Clock 


This new electric clock in the 
form of a ship’s wheel has a com- 


pass rose dial and sweep second | 





hand. The compact wooden case is 
mahogany colored with polished 
brass colored spindles. It operates 





on 110 volt, A.C. only. Price: 
$10.95, plus tax. Sessions Clock 
Co., Forestville, Conn. 

Plastic Air Mattress 


A new Vinylite Airmat, which 
weighs only 54 oz., can be inflated 
to 25x74 in. It is big enough to 
sleep on, and floats to support surf 
riders or swimmers. The built-in 





pillow has a separate valve which 


permits air adjustment to any soft- | 


ness or height. Available in green, 
red, yellow, and clear color combi- 
nations. PumPack is an efficient 
pump and a handy pack that in- 








| 














SALES-MAKING STYLE 
combined with practical utility. 
Happy combination that means 
more and more sales for you. 
Hall-Wessel hardware conven- 
iences are super strong. Have 
tremendous impact and tensile 
strength. Beautifully, smoothly 
finished in brass, chrome, bright 
zinc, cadmium or ebony. Priced 
to win customers—to give you a 
worth-while profit. New, better 
packing aids handy storage and 
handling; easier, faster identifi- 
cation, Write for jobber’s name . 
—and new free catalog. 


HALL-WESSEL CO 


2116-26 W. NICHOLAS STREET, 
PHILADELPHIA 21, PA. 








In Canada: 
GEORGE S$. HALL CO 
9 Wellington $t., East, Toronto 1 


KA O/ 
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WHAT'S NEW 








Fishing Rod Carriers 


These fishing Rod-Toters fasten 
to the rain gutter of a car with 
rubber lined clamps and will hold 
two cane poles, two surf rods, or 


flates the Airmat, or serves as a 
carrying case when the mattress is 
deflated and rolled up. Retail price: 
$12.95. DriClad Div., W. Shanhouse 
Sons, Inc., Rockford, IIl. 





African Violet Food 


This new African Violet food, 
formulated specially for that plant, 
produces beautiful growth and 





four fly rods. They can be adjusted 
to large and small poles and to 
most cars. Half-inch sponge rubber 
pads grip the poles securely with- 
out marring them. Metal parts of 
the Toters are zinc plated and will 
not rust. Northland Ski Mfg. Co., 
N. St. Paul 9, Minn. 





blooms. A 4-oz. can makes 60 gts. 
of liquid violet food, and the can 
retails for 35¢. A carton packages 
24 cans, and each carton contains ae 
a day-glo window sign and a coun- 
ter display card. Stimuplant Lab- 
oratories Co., 791 S. Lazell St., 
Columbus 16, Ohio. 


Plastic Snow Blocks 


Snow Blocks are two-inch trans- 
parent plastic blocks with bright- 
colored bases. Winter scenes in the 
blocks include a reindeer, polar 





Assembly Brackets 

Five pieces of ordinary 2x4 can 
easily be put together as a saw- 
horse with these new assembly 
brackets. The brackets are sturdy 
formed steel, zinc-coated, double 
cold riveted and designed to dissi- 
pate stresses evenly. They are eas- 
ily knocked down and light weight. 
Thomas Products Co., 8490 Lyndon 
Ave., Detroit 21, Mich. 





and Santa 


Christmas tree, 
Claus. When shaken, white plastic 


bear, 


snow flakes are set in motion. 
Flakes are non-toxic and harmless, 
suspended in purified water. De 
luxe gift box, with four different 
blocks, retails for $1.39. Kusan, 
Inc., 2716 Franklin Rd., Nashville, 
Tenn. 
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Baby Travelers 

This new plaid Tot Traveler 
is constructed to help mold baby’s 
proper bone structure and can be 
used in front or rear automobile 
seat, as well as the living room 
floor. A safety strap is comfortable 
and prevents falls, and there is a 





Chromad-plated foot rest. Jt folds 
flat for easy storing. Price: $5.98. 
Dennis Mitchell Industries. 4424 
Paul St., Philadelphia 24, Pa. 





Kitchen Tool Set 


This seven-piece stainless steel 
kitchen tool set is packaged in an 
attractive kit which is easily con- 
verted into a counter display. Tools 
are polished solid stainless steel 
with durable black or white heat 
and stain resistant plastic handles. 
There is a potato creamer, Tu-Lip 
no-drip ladle, a utility spoon, Tu- 
Prong fork, a narrow spatula, and 
a food turner. A six-piece wall 
hanger is complete with screws and 
mounting instructions. Accessory 
Div., Phileco Corp., Tioga & C Sts., 
Philadelphia, Pa. 





Stainless Paring Knife 


This paring knife has a stainless 
steel, ribbon ground blade and a 
Brazilian rosewood handle. Each 
knife is individually carded as an 
aid to dealers. Retail price: 25¢. 
Ekco Products Co., 1949 N. Cicero 
Ave., Chicago 39, IIl. 


BRON GROUND 


GENUINE Hi 
Maines Stoel — wows aust on ranmesn 





(Resume reading on page 13) 
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The Lady says “YKS”...and 
EXTRA PROFITS roll in to you! 
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BIG STORES... 
LITTLE STORES... ALL STORES! 





























Hit the jackpot of EXTRA PROFITS—start a sander rental business in | a Eas ™ 1 
your store with American Machines! Home owners everywhere go for the i pnebsen ae oxd <0 maar a 
idea of sanding and finishing their own floors with these machines that are 1 Oo rae te ae ype ey ne 
80 easy to operate—do a beautiful job—and SAVE MONEY for the user. i Sesineee. ; f I 
At the same time—you profit 3 ways—with a substantial profit in rental 5 © Send latest catalog on the following, without , 
fees, extra sales of seals, paints, brushes, abrasives, etc., and customer goodwill! lo —— 0 Floor Edgers mer 6 
You get the utmost in profit-hours with American—because American , Maintenance Machines _[[] Floor Finishes 
Machines are expertly engineered ... precision manufactured . . . quality I 
throughout. If service is needed, an American Distributor is Name. I 
nearby with authorized factory - trained mechanics in all Street ' 
principal cities. Cash in with an all - American line-up... ; ' 
American Sanders, Edgers and Maintenance Machines . . . also, City State i 
American quality cleaners, seals, finishes and waxes forall floors, FR £4VFriw~~—~~——------—--—-—--—=— ll 
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EVERYBODY 


Wants this tool that does 


EVERYTHING! 


Ml e 
all-in-one’’ 
SCREWDRIVER * 


At last . . . the all- 
purpose screwdriver 
your customers are 
waiting for. A simple 
finger touch selects 
one of four precision- 
ground tool steel 
blades. Other blades 
then retract into body. 
Ruggedly built throughout. There’s 
almost no limit to the jobs you can 
do quickly and easily! 

This amazingly handy new tool will 
sell on sight. Order today for prompt 
delivery. * Patent Pending 


a we, COMPACT 
See ovina 
Fits any pocket when closed. No 


protruding blades to catch in your 
clothing. 


OFFSET FOREXTRA LEVERAGE 


In this position, will loosen 
even tight, rusty screws. Also 
easier to maneuver in tight 
quarters. 


WRITE YODAY FOR ALL THE FACTS! 





SHELTON PLANE & TOOL MFG.CO. 


SHELTON, CONN. 


Please send me more information 
about your amazing new “All-In-One” 
screwdriver. 


NAME... 


MIU hisses ctecneicaenins 
DEALER [] JOBBER [J 


ADDRESS .. 
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TO HELP YOU SELL 





New Displays and Other Dealer Sales Helps 





(Continued from page 13) 
suggestions given for all models. 
The BMC Salesmaker, a new sales 
promotion kit, was made to accom- 
pany each catalog, and includes 
model mat service, television spots, 
electric sign, display stands, etc. 
BMC Mfg. Corp., Binghamton, 
mn. 5. 





Heating Catalog 


For home heating equipment 
dealers, this new catalog, entitled 
Coleman Dealers’ Sales Helps, pre- 
sents the complete line of signs, 
displays, sales literature, ad mats 
and special sales aids avuiiuble. 
The 12-page booklet is done in 
black, white and green. Only spe- 
cific sales helps are shown. Cole- 
man Co., Inc., Wichita 1, Kan. 





Baby Carriage Booklet 


A new folder, called “Sing a Song 
of Siebert,” illustrates and describes 
some models in the Siebert 1951 
line of baby carriages and stroll- 
ers. Several doll carriages are also 
shown. The booklet describes par- 
ticular overall features of the line. 
O. W. Siebert Co., Gardner, Mass. 





Sporting Goods Display 


This attractive counter and win- 
dow display for sportiing goods 
includes cardboard window signs, 
glove stands and baseball collars. 
A newspaper mat, covering spring 
and summer sporting goods re- 
quirements, is also avaiizble. 
Draper-Maynard Co., 4861 Spring 
Grove Ave., Cincinnati 32, Ohio. 





Appliance Display 

This new counter display, Pub. 
No. 34-220, comes with five inter- 
changeable, full-color transparen- 
cies of the toaster, mixer, Visual- 
izer iron, combination steam and 
dry iron, and the combination sand- 
wich grill and waffle iron. Pictures 
fit into a translucent plastic frame, 
supported by a permanent, metal 
display box with built-in light, 
which has a pocket for storage of 
pictures not in use. Display is 
914x1414x4 in. Price: $4.95. Gen- 
eral Electric, Appliance & Merchan- 
dise Dept., Bridgeport 2, Conn. 





Roofing Bulletin 


This new bulletin is designed to 


assist in determining the exact 
condition of building roofs and in 
planning repairs. The _ bulletin, 
Form 102-7, contains illustrations 
of virtually every type of roof dam- 
age. It explains how and why roofs 
deteriorate and indicates trouble 
spots where the first danger signs 
appear. Patching and leak-stopping 
methods are described in detail as 
are means of resurfacing and re- 
newing old roofs. The Monroe Com- 


pany, Inc., 10703 Quebec Ave., 
Cleveland 6, Ohio. 
Pipe Tool Guide 

This green, four-page folder, 


“Operating Guide,” is made to as- 
sure users of the best results from 
portable pipe and bolt machines 
and hand pipe tools. It is fully il- 
lustrated, and the copy tells how 
to locate and correct pipe machine 
and hand pipe tools troubles. There 
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He's interested in ONLY ONE PUMP! 


That’s right, when a_ customer 
comes into your place, he’s inter- 
ested in just one pump — the pump 
that will do his job best! If you 
don’t have that pump, you won't 
sell him — or you shouldn't. Instal- 
lation of a pump that is wrong for 
the particular requirements only 
leads to a lot of grief, as I’m sure 
some of you have found out by this 
time. 

The point is—you must have a 
pump that’s right for every job, or 
you can’t hope to satisfy every cus- 
tomer. 


One Line is Enough 


That doesn’t mean that you have to 
go to the time and expense of doing 
business with every water systems 
manufacturer in the country. It’s a 
lot more profitable to handle only 
one line — but that line must be 
complete! 

It must include water systems de- 
signed for service with any imagin- 
able water source, with any sort of 
power. Pressure and capacity ranges 
must be broad enough to cover every 
application. The demands of the 
many different kinds of irrigation 
—and other special requirements 
— must be provided for. And, of 
course, dependability and economy 
must be “engineered into” every 
unit in the line. 


Goulds Line Complete 


There is such a line available to you 
today. It’s the Goulds line, de- 
veloped to offer you a single out- 
standing source for all your water 
systems requirements. After years 
of study, research and development, 
we know that today’s Goulds line is 
truly complete. 

Doesn’t it make sense to join the 
thousands of water systems dealers 
who have found that Goulds com- 
plete line does the most thorough 
job for them? Stock and feature the 
whole Goulds line—and show every 
prospect the one pump he wants to 
buy. 


Literature Available 


We'd be happy to send you details 
on how the complete Goulds line 
can boost your water systems profits. 
Write our Sales Promotion Depart- 
ment, Seneca Falls, N.Y. 
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by J. B. Darden, Asst. Sales Manager 


Water Systems Division, Goulds Pumps, Inc. 








A few of the many outstanding units in 


GOULDS 
COMPLETE 
LINE 














WATER SYSTEMS 


FOR EVERY FARM AND HOME NEED 


(Advertisement ) 








TO HELP YOU SELL 








are 31 operations covered. Beaver 
Pipe Tools, Inc., 334 Dana Ave., 
Warren, Ohio. 





Hunters’ Catalogs 


Two 24-page hunters catalogs 
carry pictures and descriptive lit- 
erature on the complete Olt line. 
Several pages of tips on wild life, 
game birds, and calling instruc- 
tions are given. One booklet has 
an article on hunting mallards, and 
the other features an article on 
crow hunting. Philip S. Olt Co., 
Pekin, III. 





Thermometer Display 


This new A-2 counter display 
holds six packaged De Luxe Reast 
Meat Thermometers. The individual 
thermometer and skewer are prom- 
inently shown with instructions 
for use. Retail value is $12.00, and 
individual packaged thermometers 
can be ordered in the display or 





Cooper Oven Ther- 


stocks. 
mometer Co., Pequabuck, Conn. 


open 





Film Demonstrations 


A new series of 34 film demon- 
strations is available for dealer 
advertising on television. All films 
are 16 mm and products demon- 
strated include appliances, va- 
cuum cleaners and fans. There 
are 18 one-minute films featuring 
product demonstrations for use as 
commercials between local or net- 
work shows. Ten seconds are al- 
lowed for dealer identification. Six- 
teen 20-second chain breaks allow 
five seconds for dealer identifica- 
tion. Westinghouse Electric Corp., 
Hlectric Appliance Div., Mansfield, 
Ohio. 
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Auger Bit Display 

Auger bits are now packed in 
new sturdy metal edge, clearly 
labeled, reversible display boxes. 
The open bottom box section can 
be telescoped into the top and the 





label can still be clearly read right 
side up. The Midway Tool Co., 
Inc., Melvin, Ohio. 





Pocket Tool Catalog 


This new tool catalog is 5°4x7 in. 
and will fit into a pocket or tool 
chest. It carries descriptions and 
illustrations of the full line of 
Duro-Chrome hand tools. Special 
tools are shown as well as those in 
general use. Practical hints on se- 
lecting the right tool for a par- 
ticular job are included. Duro Metal 
Products Co., 2649 N. Kildare Ave., 
Chicago 39, IIl. 


Electric Signs 


A new line of changeable mes- 
sage signs have 2% in. high molded 
plastic letters that interlock and 
slide into a simple steel chassis. 
Length of messages run from 5 
letter single signs to 28 character 
double signs. Signs can be set on 
standards, attached to walls or 
hung from ceilings, and plug into 
110 volt circuits. Colors can be con- 





trolled by substitution of colored 
fluorescent tubes. Plas-Tex Signs, 
Inc., 2525 Military Ave., Los An- 
geles 64, Calif. 


Mower Selling Aids 


Five T-shaped selling tags are 
now attached to Toro mowers, each 
pointing up an unusual feature, 
and a “caution” tag urges the cus- 
tomer to read instructions before 
operating the mower. Tied to the 
handle of the machine is an eiivel- 
ope containing an instruction book- 
let, some spare parts, and other in- 
formation. Also available is a dealer 
kit containing sample display, 
window streamers and _ counter 
cards, envelope stuffer, ad reprints 
available as display pieces, infor- 
mation on signs and decais, ete. 
Toro Mfg. Corp., 3042 Snelling 
Ave., Minneapolis 6, Minn. 





Rodent Trap Catalog 


This colorful four-page catalog 
describes Victor, Holdfast, and 
Auto-Set rat, mouse, mole and go- 
pher traps. Packaging is described, 
and counter displays are shown in 
color. Traps and displays are shown 
in color. Animal Trap Company of 
America, Lititz, Pa. 





Knob Protection 


Protective cellophane bands are 
now applied to each knob of Dexter 





Key-in-Knob sets to protect them 
from possible damage before use. 
The bands carry the information 
that the locks are “Lifetime War- 
ranted.” Dexter Lock Co., Subsid- 
iary, National Brass Co., Grand 
Rapids, Mich. 





New Shipping Cartons 


Colorful new shipping containers 
have been designed for Paklite mat- 
tresses and Wadewell waders. Pak- 
lite has a descriptive scene on the 
cover, and other colorful scenes are 
shown on each side of the box with 
a space for style number and size. 
Wadewell waders shows a fisher- 
man wearing the waders, and also 
has scenes on the side of the con- 
tainer with a space for style num- 
ber and size. Hodgman Rubber Co., 
Framingham, Mass. 

(Resume reading on page 14) 
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No. 196 Screen Door Turnbuckle No. 96 Mortise Screen Door Latch 


(Yational MANUFACTURING COMPANY : Sterling, illinois 
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For man, woman or child 


YANKEE 


No. 41 Automatic Drill 
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American Hardware Manufacturers 
| Association joint convention with 
the National Wholesale Hardware 
Association, Oct. 14-18, at Atlantic 
| City, N. J. Hotel Headquarters, 
| Marlborough-Blenheim Hotel. Con- 
| ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturer’s as- 
sociation with headquarters at 342 
Madison Ave., New York City 17. 


Bicycle Institute of America, annual 
convention, week of Jan. 14, 1952, 
at Boca Raton, Florida. Sponsored 
by Bicycle Institute of America, 
Inc., 1 E. 57th St., New York City 
22. 


Push it! ... nothing 
could be easier or more 

| attractive to housewife, 
handyman or to the skilled 
mechanic. Sturdy spring 

| in handle makes drilling 
any hole a simple, one- 
hand job. Return stroke 
revolves drill backward to 
clear chips. Magazine 
handle contains 8 drills 
..- 4g to 1, inch... easy 

| to see, select and replace. 
Drills easily inserted and 
removed from chuck; yet 

| cannot pull out in use. 
Chromium plated, fine 
looking and sturdy as all 
“Yankee” Tools. Every 
one you sell makes a 
friend as well as a profit 
for you. 


Bui'ders’ Hardware Exposition and 
Convention, Sept. 17-19, at the Pal- 
mer House, Chicago. Sponsored by 
the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
Managing dire«tor, John R. Schoe- 
mer, 420 Madison Ave., New York 
City. 


China, Glassware and Pottery Market. 
July 30-Aug. 10 at The Merchandise 
Mart, Chicago, III. 


Cooking and Heating Appliance Man- 
ufacturers. annual convention and 
exhibit, June 4-6 at the Netherland 
Plaza Hotel, Cincinnati, Ohio. Spon- 
sored by The Institute of Cooking 
and Heating Appliance Manufac- 
turers, Shoreham Hotel, Washing- 
ton 8, D. C., Samuel Dunckel man- 


| YANKEE TOOLS NOW PART OF aging director. 


Home Furnishings Market, Interna- 
THE TOOL BOX OF THE WORLD 


tional, June 18-28 at The Merchan- 
dise Mart, Chicago, Ill. Includes 
housewares, appliances, toys, games 
and wheel goods, floor coverings, 
radio and television, lamps, china, 
glassware, pottery, and gifts. 


| NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 





Housewares and Home Appliance 
Manufacturers’ Exhibit, July 9-13, 


Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 


National Events 


at the Atlantic City, N. J., Audi- 
torium, Secretary, A. W. Budden- 
berg, National Housewares Manu- 
facturers’ Assn., 1140 Merchandise 
Mart, Chicago 54. 


Industrial Packaging and Materials 
Handling Exposition, Oct. 1-4, at 
Cleveland Public Auditorium, Cleve- 
land, Ohio. Sponsored by the So- 
ciety of Packaging and Materials 
Handling Engineers. 


Industrial Supply Convention, June 
10-13 at San Francisco, Calif., spon- 
sored jointly by the American Sup- 
ply & Machinery Manufacturers’ 
Assn., general manager, R. Kenned; 
Hanson, 1346 Connecticut Ave., 
N.W., Washington 6, D. C.; Na- 
tional Supply & Machinery Dis- 
tributors’ Assn., executive secre- 
tary, Henry R. Rinehart, 1900 Arch 
St., Philadelphia 3, Pa., and the 
Southern Supply & Machinery Dis- 
tributors’ Assn., secretary - trea- 
surer, E. L. Pugh, 712 Volunteer 
Bldg., Atlanta, Ga. 


National Hardware Show, Oct. 8-12, 


at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York 17. Frank M. Yeager, 
managing director. 


National Retail Hardware Association, 


52nd Annual Congress, July 9-12, 
1951, at the Hotel Statler, Detroit, 
Mich. Rivers Peterson, 333 No. 
Pennsylvania St.. Indianapolis 4, 
Ind., is managing director. 


National Wholesale Hardware Asso- 


ciation joint convention with the 
American Hardware Manufacturers 
Association, Oct. 14-18, at Atlantic 
City, N. J. Hotel Headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the wholesale 
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association with headquarters at 
1900 Arch St., Philadelphia, Pa. Z 
Sporting Goods Show and convention / / S 7 ' E K, E. 04a 
f allie d (National), Jan. 20-24, 1952, at the ee 
Morrison Hotel, Chicago. Sponsored 
up-to- by the National Sporting Goods é 
i Assn., 1 No. LaSalle St., Chicago 2. 
| mssue G. Marvin Shutt, secretary. 
Age ae inte” 
af : oe wr te 
Regional Events i 
Cotter & Co. Fall Merchandise Show, 
aememeated Aug. 6-7, at company headquarters, 
365 E. Illinois St., Chicago 11. 
Gift Shows, sponsored by the West- 
ern Merchandise Exhibitors, will be 
held Aug. 5-9 at Auditorium and 
Palace Hotel, San Francisco; Aug. 
19-23 at Olympic Hotel, Seattle, 
Wash., and Aug. 26-29 at Portland 
_ J., Audi- Hotel, Portland, Ore. 
.. Budden- 
res Manu- Pritzlaff Merchandise Fair, Aug. 20-22 
erchandise at company headquarters of the 
John Pritzlaff Hdwe. Co., 333 No. 
; Plankinton Ave., Milwaukee, Wis. 
Materials 
t. 1-4, at Wh 1 
am, Cleve- Texas olesale Hardware Assn. ALL PalnrED aun 
a Semi-annual convention, June 8-9, , ND 
y the So- : WASHABLE SuREACE< 
a Shamrock Hotel, Houston, Tex., in- CES 
Materials se ‘ . ds ° 
cludes joint meeting with the Texas pe like M agic! 
Hardware Boosters Club. Secre- gi. 
ion, June tary, Nat Johnson, P. O. Box 386, 
lif., spon- La Feria, Tex. 
ican Sup- 
facturers’ Toy and Hardware Show, June 22-24, 
Kennedy sponsored by the Phoenix Hardware 
ut Ave, Co., 1021 N. 21st Ave., Phoenix, 
C.: Na- Ariz., in the Fiesta and Colonial 
ery Dis- Rooms, Hotel Westward Ho, 
e pee Phoenix. : 
900 Arch Exterminates dirt, grease and grime. Harm- 
and the less to hands and all washable surfaces. 
nery Dis- 
vy - tree State Events A wonder-product of modern research, 
Volunteer Carolinas, Hardware Association of, developed to — 
convention, June 19-20, Ocean For- , 
est Hotel, Myrtle Beach, S. C. Sec- 
et. 8-12, retary-treasurer, Mrs. Sally Couch OUTP. ERFORM . 2” = SELL 
‘ew York Masten, 118% E. Fourth St., Char- 
al Hard- lotte 2, N. C. All COMPETITION: 
son Ave., 
Yeager, Iowa Retail Hdwe. Assn., convention COMPARE These BIG FEATURES 
_ —— tenet Pe Des DIRTEX CLEANERA CLEANER B 
a oines. Headquarters, Hotel Savery. No Rinsi Y N Y 
ociation, Exhibit, Iowa Exhibit Bldg., state adhere A Yon You Mg 
ly 9-12, Fair Grounds. Secretary, Philip R. Color Signal Yes Yes No 
Detroit, Jacobson, Mason City. Synthetic Detergent 
333 No. . (works in hard water) Yes No Yes 
. 4 | 
polis 4, Mississippi Retail Hdwe. and Imp. “Tt tblspn. to gal.) Yes Yes No 
Assn., convention and exhibit, June 3-Way Cleaning Yes No No 
» Asse 3-5, Buena Vista Hotel, Biloxi. Sold ONLY through Hdwre., Paint, 
ith the Secretary, David O. Mansfield, 226 Dept. Stores Yes No No 
: S. State St., Jackson 
t , . 
oat FULL PROFIT FOR YOU... 
uarters, Wisconsin Retail Hdwe. Assn., con- SOLD ONLY THROUGH PAINT, HARDWARE & DEPT. STORES 
|. Con- vention and exhibit, Feb. 5-7, 1952, LIST PRICE 25¢ (24 18-0z. pkgs. to carton) 
vention Milwaukee. Headquarters, Hotel 
Jr., is Schroeder. Exhibit, Auditorium. THE SAVOGRAN COMPANY 
1olesale Secretary, H. A. Lewis, Stevens owe h FR a __ et, - 
Point. Boston 16, Mass. Addison, tl. Los Angeles 5, Calif. 
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theres No Bother with... 


KESTER 
SOLDER 













Why Kester Solder Sells On Sight 


Kester Solder sales are spurred by a vast 
national advertising campaign in consumer 
magazines. Also, your customers know, 
through long experience, that Kester does 
a perfect job every time. 









Sparkling New Counter Display Carton 
KESTER Kester Metal Mender and Radio Solder, 


METAL MENDER fast sellers, still at a nominal price, now 


SOLDER ~~ in their new display carton. 


FREE OFFER: Now available for your 

customers “Soldering Simplified” . 
Kester’s new 16-page, how to solder 
booklet. Send for your supply now. 











acip CORE a 














KESTER Kester Solder Company 
KESTER rons ae 4207 Wrightwood Ave., Chicago 39, Ill. 
AIDER ee Newark, New Jersey * Brantford, Canada 








n Washing ton 
NEWS and Views 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


Revenue Hunt May Force 
Congress To Enact a 
General Sales Tax 


Forecast by Senator Robertson 
(Virginia Democrat) that the over- 
all tax bill now being debated would 
result in only $6 billion in new rev- 
enue instead of the $10 billion re- 
quested by President Truman may 
be a relief to the buying public 
but it’s bad news for the Treasury 
Dept. 

Congress is inclined to think 
the White House has over-rated the 
situation. Insiders believe the total 
new “take” will probably be be- 
tween $5 billion and $6 billion, and 
excise levies, particularly, will be 
considerably under what Mr. Tru- 
man demands. 

For example, the House Ways 
and Means Committee rejects the 
proposal to impose an excise levy 
on china, glassware, silver-plated 
flatware, and sewing machines. 
And it turns thumbs down on the 
idea of increasing the rates on elec- 
trical, oil, and gas appliances, re- 
frigerators, freezers, and air-con- 
ditioning units. 

The committee does, however, ap- 
prove raising from 10 pct to 15 pet 
present excises on radio and TV re- 
ceivers, phonographs, records, musi- 
cal instruments, and sporting goods 
(except for sales to schools). It 
also has approved a new flat rate 
of 20 pct for photographic ap- 
paratus, films, etc., in lieu of the 
present rate of 25 pct on apparatus 
and equipment and 15 pct on film. 


OUTLOOK—There’s a growing 
belief that undue reliance is being 
placed on income taxes and that a 
general sales tax will eventually 
have to be enacted. Congress is 
not ready to accept that idea this 
year, but many members are aware 
that income taxes are tending to 
pass the point of diminishing re- 
turns, and they are concerned that 
higher rates will further aggravate 
this situation. A general sales taz, 
it is pointed out, will operate not 
only to decrease dependence upon 
income taxes, but will restrain 
spending. 

(Resume reading on page 11) 
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These Leigh Products 
ane PROFIT MAKERS 





ARISTOCRAT 
Combination MAIL BOXES 


A truly outstanding design 
in a combination Mail Box 
and Magazine Receiver—All 
the beauty of hand wrought 
craftsmanship, yet, priced 
right to sell to the home 
owner. Water tight to pro- 
tect the mail. 

The Mail Box is finished in 
a beautiful antique bronze 
and packed in an individual 
shipping carton. 





Leigh Products are designed and built to high quality 
standards — production line produced at astonishingly 
low prices. 


SCREEN DOOR PUSH BARS 


© + diate eeeteembiens PREM SY 


ORT ER SE PERIL LES PE : 





Here is something new in an attractive, low cost, Push 
Bar that will enhance the entrance of the home and 
protect the streen in screen doors. 

Made of heavy gauge metal and painted a gleaming 
white enamel. 

Made in two sizes for 32" or 36" wide doors. 


GRILLE GUARDS 


For screen doors or windows. Ad- 
justable from 16" to 33" wide to fit 
all standard doors. Built of heavy 
gauge round edge bar stock and 
painted with infra-red baked aluminum. 
Complete with screws. 














ett 9 
niente | 
WRITE TODAY FOR THE LEIGH POCKET CATALOG 
SHOWING THE COMPLETE LEIGH LINE 
Ornamental Shutters, Door Canopies, Window 
[igh Awnings, Flower Boxes, Milk and Package 


BUILDING Receivers, Ventilators, Dust Chutes, Clothes 
PRODUCTS Chute Doors, House Signs, etc. 











LEIGH BUILDING PRODUCTS DIVISION 


OF AIR CONTROL PRODUCTS, INC. 
orele) 13°43 2188 - MICHIGAN 
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SCREWS 
Get Extra Care 





A lot of extra care goes into making this fine line 
of quality wood screws. They’re made to exacting 
tolerances in one of the most modern wood screw 
plants in the country, using the /atest manufac- 
turing methods. Southern Wood Screws are made 
of high grade extruded brass wire or the finest 
selected high sulphur extra quality steel wire, 
bright or plated finishes. And when they’re 
shipped in bulk—no ordinary wooden cases for 
them—Southern Wood Screws are packed in in- 
destructible steel cans with sealed locking covers. 


Because Southern Wood Screws are so carefully 
manufactured, each one is a uniformly perfect 
screw ... a fast starting, easy driving, tight fit- 
ting screw with single thread construction for 
extra strength. 


For complete information on this quality line of 
modern wood screws, write for our new cata- 
logue today. 


FACTORY WAREHOUSES 


4100 Dell Avenue 325 West Ohio Street 
North Bergen, N. J. Chicago 10, Illinois 


280 Decatur, S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 
104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 





® © © © © ®@ 


79 








Priority and Price Digest 


By R. S. WILD 
Associate Editor 
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News and Interpretations of Government Orders 


Small Dealers Get 
Relief from CPR 7 
By New OPS Order 


Bowing to the protests of small 
retailers across the country, OPS 
finally decided to grant relief from 
the price chart filing requirements 
of CPR 7. This relief was to be in 
the form of an amendment which 
would remove most small retailers 
from CPR 7 and permit them to 
remain under GCPR, the original 
price freeze. 

Official announcement of this re- 
lief amendment had not yet been 
made as this issue was put to press. 
However it was ready for Mr. 
DiSalle’s signature and, barring 
unforeseen developments, should be 
in effect before this issue reached 
the trade. Nevertheless it is ad- 
visable to check with your local 
OPS to make certain that this new 
amendment has been issued. 

The relief amendment is sup- 
posed to be a temporary measure to 
be used until a new special order 
is prepared which is expected to 
eliminate many of the objection- 
able features of CPR 7, so far as 
smaller dealers are concerned. 

This relief amendment is ex- 
pected to have the following pro- 
visions: 





Hardware Age will have copies 
of this new order available as soon 
as it ts issued. If your local OPS 
office doesn’t have copies, you can 
obtain one from us for 6¢ to cover 
mailing. Other information on 
OPS orders may be obtained by 
writing, wiring or phoning the 
Price Editor, HARDWARE AGE, 100 
E. 42nd St., New York 17, N. Y. 





Retailers will have the option of 
remaining under GCPR if their to- 
tal sales of all merchandise is less 
than $100,000, 

Retailers will also have the op- 
tion of remaining under GCPR if 
they do less than $60,000 total in 
notions, sporting goods, house- 
wares, silverware, china, glassware, 
jewelry, watches and clocks. 

Retailers will also have the op- 
tion of remaining under GCPR if 
total sales are less than $20,000 in 
apparel, shoes, beds, furniture, 
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Retail Hardware Committee Asks Price 
Chart Relief: Offers New Control Plan 


A request for immediate relief from the pricing chart requirements of 
CPR 7 was made by members of the OPS retail hardware advisory com- 
mittee at a meeting of the committee in Washington, May 22. (Editor's 
Note: This meeting was held the day before OPS told HARDWARE AGE 
that relief from CPR 7 would definitely be given to retailers). 

The committee also approved recommendations of its subcommittee for 
a new regulation for pricing hardware merchandise. 

The committee’s request for relief was in the form of a resolution sent 
to top OPS officials, as follows: 

“The Retail Hardware Advisory Committee respectfully requests immedi- 
ate action exempting small retailers from the restrictions of CPR 7 either 
through the means of an interim order, an exemption, or some other prac- 
tical means. 

“This order has worked extensive hardship on many thousands of small 
retailers who want to comply with a workable order, but find it impossible 
to comply with this regulation because of their limitations. 

“Our trade, since the formation of the committee several weeks ago, has 
looked to us personally for relief which has not been forthcoming, but we 
must now have relief immediately. Will you kindly advise us at once 
regarding what we can tell our dealer friends.” 

The recommendations for a new hardware pricing regulation which 
was also submitted by the advisory committee, dealt with two types of 
prices: (1) Those for which manufacturers and wholesalers suggest list 
prices, and Fair Trade prices; and (2) Non-uniform or unclassified prices. 

As for the first type of price, the group recommended that manufac- 
turers and wholesalers file with the Distribution Branch of OPS their cur- 
rent price list and the one nearest June 24, 1950, and that such lists be 
made available to retailers. OPS would have a period of 90 days under 
this proposal in which to order a change in these suggested prices. 

In the case of non-uniform prices, it was proposed that retailers be 
allowed to use their historic mark-ups on goods purchased from manufac- 
turers and wholesalers. This, in effect, they said, would mean two classi- 
fications of mark-ups. 

Retailers would be required to substantiate their claims of historic mark- 
ups by showing invoices for 12 months prior to Jan. 26, 1951, the date of 
the General Freeze Order. It was felt by members of the groups that a 
12 month period would be required to cover the many purchasing seasons 
in the year. 

If for some reason a retailer was unable to use this invoice method of 
establishing historic mark-ups, the committee suggested the OPS supply 
a sample list of categories for these retailers to list their customary 
mark-ups. 





to determine the specific items 
covered. 

Another new order, which will 
be issued in the near future, will 


yardgoods, floor coverings, radio 
and TV sets. 

Dealers deciding to remain under 
GCPR do not have to file price list 





charts with OPS, nor do they have 
to notify OPS of the decision to 
remain under GCPR. 

These are the general outlines 
of the proposed relief order. Deal- 
ers should study the actual order 


likely put the hardware trade back 
under margin control, without the 
complicated list price charts re- 
quired under CPR 7. HARDWARE 
AGE will publish this order in de- 
tail as soon as it is issued. 
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A gem of a sales-maker.. 
LIBBEY EMERALD GLASS a 


Reserv again to boost your 4 


° . a 
glassware sales right at the start of -4 * 















the “cool drink” season—*“‘Emerald 
Glass” by Libbey. 

Designed by Freda Diamond and 
selected by New York’s Museum of 
Modern Art for display in the Good 
Design exhibition, “Emerald Glass” 
was one of the most popular Libbey 
sets last year. 

Gem-tinted “Emerald Glass” by 
Libbey—prepackaged eight of a kind 
in attractive cartons—makes a fast 
self-seller your lady customers will 
want for warm weather—and vear 
‘round entertaining. 

Each classic-shaped glass has a heavy 
solid base and rim that’s guaranteed: “4 
new glass if the rim of a Libbey ‘Safedge’ 
glass ever chips!” 

Priced within the reach of everyone ... 


“Emerald Glass” is a best-seller. Stock up now 





and be ready when your customers ask for it. 
Contact your near-by Libbey Glass 
distributor or write direct to Libbey Glass, 


P. O. Box 1035, Toledo 1, Ohio. 


Eight of a kind in an attractive 
carten—$1.50*. Spark your 
**Emerald Glass” sales by displaying 
these attractively designed cartons 
that are so easy for you and your 


customers to handle. 





Sherbet—8 oz. = ‘‘ Toddler’’—9 oz. Juice—6 oz. Beverage—10 oz. Iced Tea—14 oz. 


LIBBEY GLASS Vrtnatve, Gloire eli 


ESTABLISHED 1818 
LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo 1, Ohio 
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Household Scale mode 1308 
NEW — MODERN — BEAUTIFUL 
A Seale that Appeals to Women 
Every housewife will be delighted with this smart 
new scale. Body made of styron plastic in red, 
yellow, and white; colors that fit the modern 
streamlined kitchen. Platform stainless steel. 
Capacity 8 Ibs. by 2 ounces. Special dial 
graduations measures shortening by cups. Kilo 
graduations for continental cooking recipes. 
Order from your jobber 
HANSON SCALE CO., CHICAGO 22, ILL. 
Makers of household scales since 1888 














ECONOMY GRADE 
TOOL KITS are 
In Demand— 


Their money- 
saving price, 
coupled with 
their good 
quality makes 
sale after sale. 


This ECON- 
OMY Tool Kit 
holds 5 inter- 
change- 
able blades the same as used in the 
popular RX541 assortment. The Two 
Tone handle is of good size and made 
of Slo-Burning material. 





These roll-up type Slotted-Recessed 
Assortment tool kits are very handy 
for mechanics and car and home tool 
users, Light to carry, kit weighs only 
% lb. Packed six to a box. Specify 
stock No. EX541 in ordering. 


Sold by Leading Jobbers 


AMALITE, INC. 
1884 Pitkin Ave., Brooklyn 12, N. Y. 





OPS Ceilings Clamped 


On Dealer Services 


OPS in Ceiling Price Regulation 
34, has covered radio, television, 
major appliances, floor covering 
and numerous other services with 
ceiling prices which, except for 
new and seasonal services, are the 
highest price used for each class 
of purchaser in the GCPR base 
period, Dec. 19, 1950 to Jan. 25, 
1951. 

The new regulation provides for 
cost absorption on labor cost in- 
creases and requires service re- 
tailers to post their ceiling prices 
by June 16. 


If the service was not actually 
delivered during the base period, 
the ceiling price can be the high- 
est one offered for delivery in writ- 
ing during the base period, or the 
ceiling of the dealer’s closest com- 
petitor. 

If no actual delivery of a ser- 
vice was made during the base 
period, and there was no written 
offer for delivery, the firm can use 
the rate of pricing method it would 
have used in the same base period. 





Wholesalers Oppose 
Inventory Control 


At a recent Wholesale Hard- 
ware Industry Advisory Commit- 


| tee, members reported to the NPA 


that most hardware items are in 
fairly adequate supply. The prob- 
lem of possible inventory control 
of finished hardware at the whole- 
sale and retail level was discussed. 


Committee members recom- 
mended that because many whole- 
salers and retailers now have 
relatively heavy inventories of sea- 
sonal merchandise, much of which 
cannot be sold until fall, no over- 
all control of inventories should 
be established at this time. Mem- 
bers explained that if such a con- 
trol were set up now, many hard- 
ware dealers would still have to 
purchase “fill-in” items, despite 
present heavy inventories. 

They also pointed out that some 
shortage does exist in nails 
barbed wire, hinges, galvanized 
roofings, wire fence netting, metal 
screen cloth and a few other items. 
It was reported that some priority 
purchasers have almost as much 
trouble buying nails as do civil- 
ians. Some of the committee mem- 
bers said they have had to limit 
their sales of nails to three kegs 
to a retailer, while other whole- 











salers said they were unable to 
buy any nails, at times. 

When members said they were 
finding a nationwide shortage in 
the supply of padlocks as an item 


of builders’ hardware, NPA ex- 
plained that the armed services 
are large purchasers of padlocks. 

NPA said it is possible there 
may come a time when a rating 
will be required to obtain mate- 
rials to produce certain items of 
builders’ hardware if supplies be- 
come seriously short. However, 
builders’ hardware will be pro- 
grammed through the Controlled 
Materials Plan. 

NPA also reported it was spon- 
soring a conservation program in 
which manufacturers of builders’ 
hardware are being asked to sim- 
plify lines in order to save criti- 
cal metals. The agency said its 
objective was to urge widespread 
use of substitute materials for 
bronze and brass without affecting 
the quality of end products. 


Price Adjustments 
On Special Deals 


In Supplementary Regulation 26 
to the General Ceiling Price Regu- 
lation, OPS has provided for an 
adjustment of ceiling prices for 
manufacturers and _ wholesalers 
whose prices are abnormally low 
because of a “special deal” in ef- 
fect during the period from Dec. 
19, 1950, to Jan. 25, 1951. 

A special deal is defined in the 
order as a reduction in the price 
of a commodity from the price last 
in effect prior to the day the spe- 
cial deal started, and announced 
and intended to be in effect for a 
period not exceeding 123 days. 

The action, effective May 4, is 
not intended to permit increases 
in instances where the price re- 
duction in effect during the base 
period was based upon competi- 
tive factors and not intended to be 
temporary. It would afford relief, 
however, in cases where the ne- 
cessity for immediate capital 
might have forced liquidation of 
inventory at subnormal prices or 
where the reduction was made for 
advertising or promotions. 

Manufacturers and wholesalers 
must apply to OPS for adjustment 
under this regulation and applica- 
tion may also be made for a simi- 
lar adjustment in the ceiling price 
for re-sellers of the commodity 
where ceilings are established un- 
der the GCPR. 
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Lawn Mower Makers 
Study Metal Supply 


Any additional steel cutbacks for 
the lawnmower industry would 
force layoffs of workers who may 
be needed should the industry con- 
vert to defense work, manufac- 
turers informed the NPA. The in- 
dustry group which appeared be- 
fore the NPA, stated that it 
preferred to operate under the 
M-47 order, which curbs the use 
of steel in consumer goods, than 
under an order curbing the number 
of units produced. 

NPA formed a_ three-member 
task group to investigate the possi- 
bilities of conserving metal in lawn 
mower output and stressed com- 
plete data on minimum amounts of 
materials needed to maintain 
normal production and on steps al- 
ready taken to cut metal use, would 
greatly help the industry under any 
allocation program in the future. 





OPS Issues Ceilings 
For Imported Items 


OPS on May 8 issued Ceiling 
Price Regulation 31 which pro- 
vides pricing rules for importers 
and wholesalers and retailers of 
imported goods with the exception 
of specifically exempted strategic 
commodities and certain basic 
cost of living commodities, such 
as certain foods and hides and 
skins. 

The regulation allows importers 
their landed costs plus dollar and 
cents mark-up of the base period, 
July 1, 1949 to June 30, 1950; al- 
lows wholesalers their acquisition 
costs plus their base period dollar 
and cents mark-up, and allows re- 
tailers base period percentage 
mark-ups on their acquisition cost. 

Retailers selling imported non- 
food commodities specifically list- 
ed in CPR-7, price those commodi- 
ties according to CPR-7 and not 
according to the new regulation. 
Any imported commodity that does 
not specifically fall within the 
coverage of CPR-7, must be priced 
under CPR-31, the new order. 





Toy Trade Desires 
To Be Under CPR 7 


The Toy Industry Advisory Com- 
mittee informed OPS officials that 
chain stores and mail order houses 
are not buying toys for the coming 
season because of inability to deter- 


HARDWARE AGE, MAY 31, 1951 


The group 
asked OPS to put toys under Ceil- 
ing Price Regulation 7, the retail 
margin pricing order. Warehouses 
of manufacturers are full and no 


mine ceiling prices. 


deliveries are being made, con- 
fronting some producers with the 
necessity of closing down, it was 
stated. 

The committee declared that 
manufacturers desire to continue 
pricing for the rest of the vear 
under the General Ceiling Price | 
Regulation rather than under CPR- 
22, the general manufacturers’ 
order. The seasonal nature of the 
business was said to bar them from 
raising prices if they were allowed 
to do so under CPR-22. Prices are | 
historically set by manufacturers 
at the annual toy fair which has 
already been held, it was pointed 
out. 

Exemption of small items from 
price control was asked, including | 
toys ranging from $1 to $5 retail. 
Toys priced at 25 cents and under 
were decontrolled under OPA. 


Lift 80 Pct Steel Ban 
From Lawn Fencing 


In an amendment to M-47, NPA 
exempted five categories of con- | 
sumer goods from the 80 pct re-| 
striction on use of iron and steel. 
The listings are: ornamental lawn 
fence and railing; table tops for 
kitchen, dinette, and breakfast 
tables; pens and mechanical pen- 
cils; miscellaneous items such as 
shoe trees, and medical, dental 
and hospital specialties. | 

















Impose Machinery Freeze 


OPS has issued Ceiling Price 
Regulation 30, setting ceiling 
prices for numerous types of 
machinery manufacturers. The 
regulation applies to sales by all 
manufacturers, including export- 
ers, except sales by resellers. Ceil- 
ings are set at a pre-Korean base 


plus some material and labor 
costs. 
Correction 


Many readers have pointed to an 
error which appeared in the article, 
“How to Prepare Your Price Charts 
Under CPR-7,” published in the 
May 3 issue of HARDWARE AGE, 
where on page 80, in Step 9, show- 
ing how to arrive at a category 
average markup, the following ex- 
ample was given: ($10.95 + by 
$23.39 — .609). This should have 















































been ($10.95 + by $28.93 — .609). 


GOLD SEAL TAPE 


See for yourself ... what a display of Gold 
Seal Tape will do for your hardware busi- 
ness. Jenkins advertising is constantly re- 
minding your customers that Gold Seal 
goes further, makes a tighter, longer-last- 
ing bond (handles easier, too). When they 
see it, they buy. And then you're set for 
repeat sales — yes, and new business and 
rofits on other items. Ask your supplier 
‘or Gold Seal Tape, in 10-roll cartons and 
single rolls. Jenkins Bros., (Rubber Div.), 
100 Park Ave., New York 17, N. Y. 








FRICTION and RUBBER TAPES 
MADE BY JENKINS BROS. 
MAKERS OF FAMOUS JENKINS VALVES 
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Shapleigh Hardware Appoints 
Builders’ Hardware Heads 


John B. St. John has been 
named as buyer for the build- 
ers’ hardware department of 
Shapleigh Hardware Co., 900 
Spruce St., St. Louis 2, Mo., 
succeeding W. E. Peterson, 
who has resigned from the 
company to establish his own 
office as a builders’ hardware 
adviser. Joseph A. Jutzi will 
be in charge of the builders’ 
hardware contract depart- 
ment of the company. 


Mr. St. John was formerly 
a salesman for Shapleigh 
Hardware, covering a terri- 
tory in Montana. Prior to 
that, he was a buyer and 
salesman for the Stroup 
Hardware Co., of Billings, 
Mont. 

Mr. Jutzi has been a mem- 
ber of Shapleigh for a num- 
ber of years, and has been 
active in the builders’ hard- 
ware contract department. 








Wholesaler Plans Toy 
And Hardware Exhibit 


The Phoenix Hardware 
Co., wholesaler at 1021 N. 
21st Ave., Phoenix, Ariz., is 
planning its annual summer 
toy and hardware show to be 
held on June 22, 23 and 24 in 
the Fiesta and Colonial 
Rooms of the Hotel West- 
ward Ho, Phoenix. Approxi- 
mately 1000 dealers from the 
Southwest.are expected to at- 
tend. 

The 8500 sq. ft. of floor 
space will be devoted to dis- 
plays by as many as 125 
manufacturers, showing new 
goods in hardware and toys. 

Phoenix Hardware has 
been in operation in the 
southwestern area for ap- 
proximately five years, dur- 
ing which time the company 
has moved to larger quarters 
three times and now travels 
seven men. 


New Officers Named 
For Baltimore Club 


At the April meeting of 
the Hardware Club of Balti- 
more, H. Linn Worthington 
was elected president of the 
organization for his second 
term. Lloyd Vanderhorst was 
elected vice-president and 
James L. Alexander was ap- 
pointed secretary-treasurer. 

The club, organized in 
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1919, holds monthly lunch- 
eons and business meetings 
at the Lord Baltimore Hotel, 
Baltimore, and will hold its 


annual golf outing at the 
Hillendale Club, Monday, 
June 18. 


Williams Named Arvin 
Assistant Sales Head 


Richard H. Williams has 
assumed his new duties as as- 
sistant sales manager of the 
electric housewares division 
of Arvin Industries, Inc., Co- 
lumbus, Ind. He will assist 
Gordon T. Ritter, sales direc- 
tor of the division. : 

Mr. Williams has been a 
member of the Arvin field 
force since 1944, and more 
recently served as district 
manager in nine west central 
states. From 1942 to 1944 he 
served with the War Produc- 





RICHARD H. WILLIAMS 


tion Board, and prior to that 
was in the Pittsburgh mer- 
chandising division of B. F. 
Goodrich Co. 





Sam Briggs Is Elected 
Reo Vice-President 


Sam Briggs, formerly sales 
manager of the lawn mower 
division, has been elected 
vice-president in charge of 
that division of Reo Motors, 
Inc., 1331 So. Washington 
St., Lansing 20, Mich. 





Nesco Names Nelson 
New Export Manager 


Stuart Nelson has been 
named export sales manager 
of Nesco, Inc., 333 N. Michi- 
gan Ave., Chicago, Ill. Mr. 
Nelson was formerly export 
sales manager of the ma- 
“chine and small tool divi- 
sions of Barber Coleman Co., 
Rockford, IIl. 


Easy Dealers Compete 
With Window Displays 


Easy dealers will compete 
for $11,700 in cash prizes, to 
be awarded for the best win- 
dow displays based on the 
theme, “Escape from Big 
Summer Washdays with 
Speedy Easy Spindrier.” 
Easy Washing Machine 
Corp., Solar, Spencer & Clin- 
ton Sts., Syracuse, N. Y., has 
announced a third annual 
window display contest for 
Easy dealers, and will pro- 
vide a _ full-color, 10-piece 
window dressing kit featur- 
ing the contest theme for all 
dealers who wish to enter. 

Dealers compete in two 
separate store classifications. 
Classification I has depart- 
ment, furniture stores and 
utilities, and Classification 
II has hardware, appliance 
and all other stores. 








Convention Hall Conference Booths Provided 
For Atlantic City Convention in October 


This year’s joint conven- 
tion of the American Hard- 
ware Manufacturers Associa- 
tion and the National Whole- 
sale Hardware Association at 
Atlantic City, N. J., Oct. 
14-18, will inaugurate the use 
of the Conference Booth Plan 
to take the place of the Con- 
tact Areas Plan used at the 
last three national conven- 
tions. The Conference Booths 
will be set up in Atlantic 
City’s convention hall and 
will be in use on Monday and 
Tuesday, Oct. 15 and 16, from 
2 to 5 p.m. 

Single booths are 10 by 10 
ft and double booths, 10 by 
20 ft. All will be carpeted 
and furnished and each will 
be numbered and show the 
company name and location. 
A directory of booth holders 
will be published and dis- 
tributed at the convention. 

Manufacturer members of 
the American Hardware 
Manufacturers Association 
are eligible to participate in 


the plan and may apply for 
a single or double booth in 
accordance with the terms of 
the rental contract. Booths 
are assigned strictly in ac- 
cordance with each manufac- 
turer’s numbered position in 
the drawing by a firm of cer- 
tified public accountants. 
Booth assignments will be- 
gin at 12 o’clock noon Mon- 
day, June 25, which is the 
deadline date and hour for 
the receipt in the American 
Hardware Manufacturers As- 
sociation office, 342 Madison 
Ave., New York City 17, of 
all booth applications entitled 
to participate in the original 


assignments. 
Convention headquarters 
are the Marlborough-Blen- 


heim Hotel where registra- 
tions being on Sunday, Oct. 
14, at 10 a.m., and where all 
meetings will be held. Co- 
operating hotels are the 
Claridge, Brighton, Dennis, 
Shelburne, Traymore, Crillon 
and Jefferson. 
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Warren Takes Charge 
of Ohlen-Bishop 
L. E. Warren has been 


elected executive vice-presi- 
dent in charge of the com- 





L. E. WARREN 


pany and a member of the 
board of directors of Ohlen- 
Bishop Mfg. Co., 1314 Kin- 
near Rd., Columbus 12, Ohio. 


H. K. Hauck, formerly presi- 
dent of the company, has re- 
tired. T. B. Richardson was 
elected to the position of 
secretary-treasurer and a 
member of the board. 

Mr. Warren has been with 
the company for more than 
25 years, and has served as 
production manager, adver- 
tising manager and_ sales 
manager. Before his most re- 
cent advancement, he was 
vice-president and sales man- 
ager. 





1951 Hardware Show to 
Have Export Booth 


A special export depart- 
ment will be a feature of the 
1951 National Hardware 
Show, which opens on Oct. 8 
at Grand Central Palace, New 
York City. This department 
has been expanded since the 
1950 show, to include an ex- 
port registration booth com- 
plete with translation ser- 
vices, guides, etc. Overseas 
visitors will receive special 
identification badges and an 








Sheldon Coleman, for the 
last 11 years executive 
vice - president and general 
manager of The Coleman 
Co., Wichita 1, Kan., manu- 
facturer of home heating 
equipment and cooking and 
lighting appliances, was 
elected president of the com- 
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SHELDON COLEMAN 
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Sheldon Coleman Elected Coleman President; 
W. C. Coleman Becomes New Board Chairman 


pany at the regular quarterly 
meeting of the board of direc- 
tors. He succeeds his father, 
W. C. Coleman, who founded 
the firm in 1900, has served 
since that time as its presi- 
dent, and will continue as 
chairman of the board. 

Mr. Coleman joined the 
company in 1925, first work- 
ing in the Toronto, Canada, 
plant. He returned to Wich- 
ita, took charge of the design 
section and then served as 
assistant factory manager, 
following which he worked 
in the sales department. He 
became factory manager, 
and, in 1932, he was in- 
strumental in launching the 
company into the field of gas- 
and oil- fired home heating 
equipment. Mr. Coleman was 
elected executive vice-presi- 
dent and general manager in 
1940. 
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Zion’s Co-Operative Opens 
New Wholesale Center 


The opening of the new 
one-stop wholesale center of 
Zion’s Co-Operative Mercan- 
tile Institution, Salt Lake 
City, Utah, will be held June 
12, 13 and 14. The new build- 
ing, completed early this 
year, has nearly 500,000 sq. 
ft. of space, and for the first 
time all the departments of 
ZCMI Wholesale Distribut- 
ing Company are under one 
roof. The firm was formerly 
housed in four buildings 
throughout Salt Lake City. 

The entire procedure of 
filling orders will be ex- 
plained to guests attending 


the three-day celebration, and 
directed tours will be made 
through the entire warehouse 
and offices of the building. 

The new, two-story build- 
ing was originally built as a 
Remington small arms plant, 
but has been completely ren- 
ovated. Pneumatic tubes con- 
nect all divisions of the ware- 
house and display rooms with 
the general office for quick 
order taking. When an order 
comes in, a copy for each de- 
partment involved is made 
and goods desired are put on 
a conveyor to arrive at the 
packing and shipping room. 








arm band at the time of reg- 
istration at the Export 
Booth. 

Frank Yeager, managing 
director of the show, reports 
that the 1951 show will oc- 
cupy all available floor space 
in Grand Central Palace, and 
shipping crates will be stored 
in outside warehouses. 





Congoleum-Nairn Enters 
Plastic Flooring Field 


Congoleum-Nairn Inc., 195 
Belgrove Dr., Kearny, N. J., 
entered the plastics floor cov- 
ering field at the signing of a 
purchase agreement for the 
assets, manufacturing rights 
and facilities of Delaware 
Floor Products, Inc., Wil- 
mington, Del., makers of plas- 
tic floor coverings. 

Congoleum-Nairn will con- 
tinue the operation of the 
Wilmington plant and the 
marketing of the firm’s Flor- 
Ever vinyl plastic flooring. In 
addition, it will add vinyl 
plastic products to its own 
line of linoleum and enamel 
surface floor and wall cover- 
ings. The company plans to 
incorporate improvements in 
these new plastic items. 


New Jersey Association 
Holds Hardware Course 


The Bergen County Hard- 
ware Merchants Association, 
Hackensack, N. J., in con- 
junction with the Bergen 
County Vocational School, is 
presently conducting a course 
in hardware merchandising 
and selling. Sales personnel 
from various member stores, 
plus several store owners, are 


‘enrolled in the course, which 


meets one night a week for 
seven weeks. Professor Sil- 
vers, personnel manager for 
King Stores, conducts the 
course. 

Upon the completion of this 
course, it is planned that 
additional classes will be 
started and advanced classes 
in specialized selling will also 
be instituted. 





N. Y. Wholesaler Moves 


William Goldenblum & Co., 
wholesale distributors for- 
merly located at Port Author- 
ity Bldg., 76 Ninth Ave., New 
York City 11, is moving to 
Atlas Terminal, Brooklyn 27, 
N. Y., effective June 11, 1951. 
The company will not receive 
shipments until that date. 
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A. O. Smith Offers Promotional Program 
Including Direct Mail and TV Spots 


A complete sales promotion 
program has been put into 
effect by the A. O. Smith 
Corp., Water Heater Division, 
Milwaukee, Wis. The pro- 
gram ranges from direct mail 
Pieces to television spot an- 
nouncements and is either 
listed or illustrated in a Prof- 
itunity Promotion Packet, 
which has heen mailed from 
the Kankakee, III., factory to 
all distributors and dealers. 

Co-operative merchandis- 
ing plans are also outlined in 
the packet, as are price sched- 
ules for newspaper ad mats, 
dealer identification material 
including servicemen’s uni- 
forms, match books, A. O. 
Smith decals and varied other 
selling aids, 

Other parts of the packet 
give the dealers complete list- 
ing of the A. O. Smith na- 
tional advertising schedule, 
and Permaglas and Duraclad 
specification sheets. 

The company also made 
two additions to the sales 
staff. John Fox, formerly dis- 
trict manager for Machinery 
and Welder Corp., has been 
named representative of the 
A. O. Smith Welding Prod- 
ucts Division in the greater 


St. Louis area. C. T. Hendrix 
has joined the firm as LP-Gas 
carburetion sales specialist. 
Mr. Hendrix, formerly with 
Nash Motors Division of Kel- 
vinator Corp., will work with 
dealers and distributors on 
carburetor conversion sales 
and will conduct LP -Gas 
schools for dealer salesmen. 


Empire Brushes Plans 
Near-Future Expansion 


Empire Brushes, Inc., Port 
Chester, N. Y., plans to move 
into its new buildings in the 
near future. Building No. 9, 
consisting of three stories 
and basement, covers approx- 
imately 22,000 sq. ft, and will 
give afew of the departments 
more room in which to oper- 
ate. Building No. 10, adding 
approximately 6,300 sq. ft., 
joins No. 9 at the first and 
second floors. 








Glove Promotion Contest 
Features Pony Prizes 


Part of the new sales 
promotion program for Red 
Ryder Playmate gloves, spon- 
sored by Wells Lamont Corp., 
glove manufacturer, 179 
Howard St., Chicago 26, IIl., 


is the Red Ryder Pony Con- 
test, offering prizes of 48 
ponies to winners from every 
state. Other prizes offered 
for naming the son of Thun- 
der, Red Ryder’s horse, will 
be 1000 double holster and 
pisto] sets. With the pur- 
chase of each pair of Red 
Ryder Playmate gloves, a 
buyer will receive a contest 
entry blank, and may enter 
as many names as he has 
entry blanks. The contest 
closes at midnight, March 31, 
1952. 

Dealer sales aids for the 
contest include a four-color 
Red Ryder step-up display 
carton, window streamers 
and Pony Contest buttons. 





25-Year Men Honored 
By Manhattan Rubber 


Manhattan Rubber Divi- 
sion, Raybestos-Manhattan, 
Inc., Passaic, N. J., has an- 
nounced the addition of 73 
employees to the Manhattan 
Pioneer Club for those who 
have been with the company 
25 years. The new club mem- 
bers were honored recently at 
the seventh annual dinner of 
the Manhattan Pioneers, at- 
tended by over 600 active and 


retired veterans and their 
wives. The new group is the 
largest since the club was 


formed in 1945. 








Remington Arms Host at Fishing Party 





This group of members of the Southern Wholesale Hardware Association and American 
Hardware Manufacturers’ Association had good fishing luck during the recent annual con- 
vention, at Palm Beach, Fla. Left to right they are: Charles A. Pitts, Jacksonville district 
manager, Remington Arms Co., Inc.; Judson Yerkes, vice-president, Florida Hardware Co.; 
William M. Teague III, vice-president, Teague Hardware Co.; Mrs. William Teague, cap- 
tain Blair Wood of the charter boat “Harpoon”, Mrs. Taylor, Howard Jemison, Gadsden 


Hardware Co.; F. E. Morgan, eastern sales region manager, Remington Arms Co., Inc. 





Penens Corp. Re-Elects 
B. Morris and H. Hyler 
B. J. Morris has been re- 


elected president of Penens 
Corp., 3900 Wesley Terr., 





B. J. MORRIS 





H. H. HYLER 


Schiller Park, Ill., manufac- 
turer of Challenger mechan- 
ics’ hand tools. At the same 
time, H. H. Hyler was re- 
elected vice-president and 
sales manager of the corpo- 
ration. 





Owens-Corning Elects 
Smith Vice-President 


E. W. Pat Smith has been 
elected a vice-president of 
Owens-Corning Fiberglas 
Corp.. Toledo 1, Ohio. at a re- 
cent board of directors meet- 
ing. John W. Overman was 
named assistant secretary of 
the corporation at the same 
time. 

Mr. Smith is in charge of 
merchandising and advertis- 
ing programs, branch office 
contacts, and sales recruiting 
and training activities. Prior 
to joining Owens-Corning in 
1949, he was vice-president 
of sales, Philip Carey Mfg. 
Co., and before that had 
served in various sales capa- 
cities with Johns-Manville 
Corp. and Certain-teed Prod- 
ucts Corp. 

Mr. Overman joined the 
company in 1940. 
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now it can be told 
about these WIZARDS w'14+ WOOD 








. . . that demand for the three specialties illustrated is jumping ahead by 
leaps and bounds*... that folks are “hungry” for them... that dealers 
who feature the displays we provide are astonished at the volume they can 
develop for Firzite, Satinlac and Weldwood Glue. Stock up on all three— 
order these wizards from your jobber today. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 256, 55 West 44th Street . 


New York 18, N. Y. 





America's Largest Selling Wood Glue 


WELDWOOD' 


"asin GLUE 





stronger than the 


For making things 
or fixing things, 
recommend Weld- 
wood Glue —for all 
wood - to- wood 
bonds. Makes joints 
wood itself. Mixes 


easily with water. Stain-free, rot- 
proof, highly water-resistant! A fast 


selling item to 


hobbyists, home 


owners, contractors, carpenters! In 
self-selling display cartons! 10c, 15c, 


35c, 65c, 95c and larger sizes. 








Tame that wild grain with 


FIRZITE 


Over 40 million feet 
of fir plywood are 
sold every week! 
Here’s your market 
for FIRZITE, be- 
cause it’s a “MUST” 
when finishing fir ply- 
wood or any other 
soft woods. Used as 
an undercoat it “tames” unsightly wild 
grain onstain jobs...virtually prevents 
grain raise or checking on paint jobs 

. readies the surface satin-smooth 
for stain, paint or enamel. (For blond, 
pickled or tinted effects, for that 
“woodsy” look, recommend White 
Firzite on either soft or hard woods.) 









A“Natural” for these modern “natural” finishes 


SATINLAC’ 


‘ The big modern trend 


SATINLAG 


is for light natural 
® wood finishes. When 
‘O customers ask you what 
; to use, you'll make 
™® friends by recommend- 
B= J J ing SATINLAC. It 

brings out and pre- 

serves the natural 
grain and color-beauty of any plywood 
or solid wood. Satinlac avoids that 
“built-up” look; yet will not turn yel- 
low or darken with age. “Water- 
white”; easy to brush or spray; dries 
ready for next coat in 3 or 4 hours. 





In pints, quarts, gallons. 
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*Trade Mark 


+Stimulated by our accelerated ad 
campaign in Saturday Evening Post, 
Better Homes & Gardens, American 
Home, Living for Young Homemakers, 
Popular Science, and over 20 others. 
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HOME OWNERS, 
FARMERS, 
RANCHERS, ETC. 


FINE 7 ¢ 
ALL 








IMPORTED ho SWEDISH 


BUSHMAN BOW SAWS 


No wonder Gensco Bushman has become the fastest moving 
bow saw line in America. Its patented tooth design cuts easier, 
faster—stays sharp longer. Everywhere people are singing its 
praises for cutting logs, lumber and other general work. Rigid 
frames in sizes 24”, 30”, 36”. Adjustables in 42” and 48”. 


In three styles: (1) Bushman patented blades for 
general work; (2) Nordic Raker blades for logs and 
heavy work; (3) Bushman special pulpwood blades 
for pulpwood cutting. 


REPLACEMENT 
BLADES 


Include extended handles in 30", 36" and 42" 
sizes. Tapered front styles in 30" and 36" lengths. 


Beautiful 3-color display rack that 
holds four sizes of bow saws— Given 
free with the purchase of eight saws 
and six replacement blades. Indi- 
vidually packed. 


GENSCO 
BOW SAW 
MERCHANDISER 





COMPLETE LINE OF GENSCO BUSHMAN PRUNING SAWS 


All saws feature the famous Bushman tooth design that cuts on 


forward and backward stroke. Styles include long and short 


h el ftubul + 
'e 





ex $s, pistol grip and folding handles. 


TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue e Chicago 39, Illinois 


GENSCO 





Cartridge-Powered Stud Driver Designed 
And Developed by Remington Arms Co. 


Claimed to be the first car- 
tridge-powered industrial tool 
designed and developed by a 
maker of sporting arms and 
ammunition is the new Model 
450 Remington stud driver, 
manufactured by Remington 
Arms Co., Inc., Bridgeport, 
Conn., subsidiary of E. I. du 
Pont de Nemours & Co. 

This new stud driver is 
powered by a 32 caliber long 
rim fire blank cartridge that 
generates enough controlled 
energy to drive a steel stud 
into a structural steel plate 
% in. thick, or imbed it into 
aged concrete so that a pull 
of over 4000 lb. is necessary 
to remove it. It may also be 
used on wood, brick, asbestos 
siding and roofing and other 
structural materials. Studs 
are for various applications 


in sizes from % to 2% in. 
long, made of specially devel- 
oped steel alloy. 





Yale & Towne Opens 
Michigan Division 

Yale & Towne Manufac- 
turing Co., Chrysler Bldg., 
New York 17, N. Y., has 
opened its newest division at 
Berrien Springs, Mich. This 
plant, purchased from the 
Clark Equipment Co., has 
132,000 sq. ft. of space, and 
consolidates in one plant the 
Norton Door Closer Co.,, 
Sager Lock Works and Bar- 
rows Lock Works, all Yale & 
Towne manufacturing units, 
formerly in separate plants 
in Chicago. The plant will 
manufacture door closers, 
locks and builders’ finishing 
hardware. 











Florida-Georgia Dealers’ Joint Convention 





At the recent annual joint convention of the Florida Retail 
Hardware Association and the Georgia Retail Hardware As- 
sociation in Jacksonville, Fla., officers elected by both asso- 
ciations are shown above, first row, left to right: J. F. 
Raines, Raines Hdwe. Co., Cohutta, Ga., retiring president, 
Georgia; C. E. Weir, New Peoples Hdwe. Co., Douglas, Ga., 
new Georgia president; David Yon, Yon Hdwe. Co., Talla- 
hassee, Fla., new president, Florida, and A. E. Folds, Folds 
Hdwe. Co., Gainesville, Fla., retiring Florida president. Rear 
row are, left to right: _ we Hatcher, Hatcher's, Inc., Mill- 
edgeville, Ga., vice-president, Georgia association; W. W. 
Howell, Waycross, Ga., secretary for both associations, and 
Kenneth Hill, Hill's Colonial Hdwe. Co., Orlando, Fla., first 
vice-president, Florida. Ernest Sears, Sears Hdwe. Co., Sara- 
sota, was elected second vice-president of the Florida group. 

Directors of the Florida association are: Andrew C. Stine, 
Hill Hdwe. Co., Sanford; Fred Downing, Downing Hdwe. Co., 
Jacksonville; S. E. Bartlett, Bartlett Hdwe. & Supply Co., Vero 
Beach, and O. W. Brady, Brady Mercantile Co., Miami. 

Directors of the Georgia association are: Forrest Knapp, 
Thomasville Hdwe. and Supply Co., Thomasville; H. L. King, 
King-Hicks Hdwe. Co., Covington; Frank Hudson, Hudson 
Hdwe. Co., Newnan; William Flemister, Fulton Hdwe. Co., 
Atlanta; H. G. Teaford, Americus Hdwe. Co., Americus, and 
Olin H. Williams, Brunswick Hdwe. and Marine Supply Co., 





Brunswick. 
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Pyrex Items Honored for Good Design 


Keowee 





Six pieces of Pyrex Ware have been selected by the 
Museum of Modern Art, New York, as outstanding examples 
of good design in the home furnishings field, and are in- 
cluded in exhibits sponsored jointly by the Museum of Modern 
Art and the Merchandise Mart, Chicago, to promote appre- 
ciation of the importance of good design. 

Shown are J. B. Ward, left, Corning Glass Works, Corn- 
ing, N. Y., director of design, and J. M. Bredfeld, manager 
of distributor sales, with the six pieces selected. 








Pittsburgh Screw Firm 
Names New Officials 


John M. Auty has been 
elected a vice-president and 
William R. Koester secretary 
and treasurer of Pittsburgh 
Screw & Bolt Corp., Pitts- 
burgh, Pa., at a recent direc- 
tors’ meeting. Alexander I. 
Stayman was also named as- 
sistant to the president and 
Thomas Toby was elected as- 
sistant general manager of 
sales. 

At the same meeting, Ger- 
ald J. Garvey and Robert W. 
Dierker were appointed presi- 
dent and vice-president of 
sales, respectively, of the 
Gary Screw & Bolt Division, 
Gary, Ind. Dale W. Patrick 
has been named manager of 
sales of the Colona Division, 
Monaca, Pa. 





Worthington Pump Corp. 
Holds Refresher Course 


Thirty industrial distribu- 
tors from the eastern sea- 
board and middle western 
states attended the fourth 
Worthington Refresher 
Course and Sales Conference, 
at the Harrison, N. J., plant 
of Worthington Pump & Ma- 
chinery Corp., from May 9 to 
1l. J. O. Glenn, manager of 
the pump and compressor 
merchandising division, was 
chairman of the course. 

Featured during the three- 
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day course was the introduc- 
tion of Worthington’s latest 





centrifugal pump line, and 
discussions covered hydrauv- | 
lics, centrifugal pumps, etc. | 
Classroom presentations were 
made by product division ex- 
perts in their 
fields. 


particular | 





Wanamaker Elected to 
Henry Disston Board 


John R. Wanamaker, great 
grandson of the late John 
Wanamaker, has been elected 
to the board of directors of 
Henry Disston & Sons, Inc., 
Tacony, Philadelphia, Pa., 
111- year-old saw, tool and 
steel manufacturing firm. 





Noma Acquires Burner 
Firm As a Subsidiary 


Noma Electric Corp., 55 
W. 13th St., New York City 
11, has acquired the Auto- 
matic Burner Corp. of Chi- 
cago, producer of ABC oil 
burners. Henri Sadacca, 
Noma president, said that 
present plans call for the ex- 
pansion of Automatic Burner, 
which will be operated as a 
wholly-owned subsidiary. No 
personnel changes are con- 
templated, and Joseph 
Hearst, president of the com- 
pany, and Jack Hearst, vice- 
president, will both remain 








in their present positions. 
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A Reel Promotion 
With Real “Poke”! 






Fishermen will be reel-conscious—H-I reel-con- 
scious, that is—this month and for the rest of the 
season. H-I’s hard-hitting national advertising will 
see to that. 


Color page advertisements—including a third cover 
in the May issue of Hunting & Fishing magazine— 
will add plenty of interest to your H-I reel promo- 
tion. Supporting advertisements will seep pre-sell- 
ing for you, throughout the season. 


There's an action-tested, smooth-operating H-I reel 
for every fisherman and every kind of fishing—and 
each is the leading value in its field. Stock and 
feature these dependable, precision-built beauties— 
and get your ful] share of real reel profits! 


Free Display Units 


elton 
Dipendabilly 


H-I Lines, H-I Power 
Glass Rods, Registered 
Rods—the whole H-I Line 
is dramatized in these eye 
catching, effective display 
units. See your H-I man, 
or write us direct. 


HORROCKS-IBBOTSON CO. 


UTICA, N. Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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Olin Products Company 
New Olin Distributor 
Formation of the Olin 


Products Co., Inc., which will 
distribute Olin cellophane in 





JAMES L. SPENCER 


the packaging field, and the 
election of James L. Spencer 
as vice-president and director 
of sales, were announced by 
John M. Olin, president of 
both Olin Industries, Inc., and 
of the new corporation. 

Olin Products Co., a subsid- 
iary of Ecusta Paper Corp., 
Pisgah Forest, N. C., will 
have temporary headquarters 
at 270 Park Ave., New York 
City. 





Hotpoint Names Taylor 
New Vice-President 


Edward R. Taylor, general 
sales manager, Hotpoint, Inc., 
5600 W. Taylor St., Chicago 
44, Ill., has been elected vice- 
president of the company. He 
will have responsibility for 
directing all marketing poli- 
cies. 


Mr. Taylor joined Hotpoint 
in 1947 as merchandising 
manager, and succeeding pro- 
motions included manager, 
market development and sales 
manager, 


U. S. Steel Names N. Y. 
Assistant Sales Head 


James H. Duff has been 
appointed assistant manager 
of sales of the New York 
district sales office of United 
States Steel Co. Mr. Duff 
was formerly assistant to 
manager of sales in the New 
York district. 

He first joined U. S. Steel 
as an employee in the rail 
mill of the Edgar Thomson 
Works of the Carnegie Steel 
Co., Braddock, Pa., in 1927. 
He joined the railroad sales 
division of the former Car- 
negie - Illinois Steel Corp., 
Pittsburgh, Pa., a year later 
and in 1936 was attached to 
the Cleveland district sales 
office of the company. 





Steelcraft Announces 
New Appointments 


Nat Lehman, sales mana- 
ger of the steel building prod- 
ucts division, has been named 
vice-president in charge of 
sales promotion and advertis- 
ing of the Steeleraft Mfg. 
Co., 9017 Blue Ash Rd., Ross- 
moyne, Ohio. Other new ap- 
pointments include Maurice 
Schulzinger, chief engineer, 
elected vice-president in 
charge of engineering, and 
William Skillman, comptrol- 
ler, named assistant treas- 
urer. 

At the annual board of di- 


rectors meeting, Al Levinson 
was also re-elected president 
of the company, Charles Lev- 
inson was elected executive 
vice-president, Robert Levin- 
son was named secretary- 
treasurer, and Clarence 
Kehrer was re-elected assist- 
ant secretary. 

Mr. Lehman has been in 
charge of the sales depart- 
ment for eight years, and his 
new duties include the expan- 
sion of the sales department 
and distribution and the di- 
rection of the national adver- 
tising program. 





Natkins Elected Head 
Of Sterno Corporation 


Benjamin F. Natkins has 
been elected president of the 
Sterno Corp., 9 E. 37 St., 





BENJAMIN F. NATKINS 


New York City, manufactur- 
ers of Sterno Canned Heat 
and devices and appliances 
for using that product. Mr. 
Natkins has been with the 
company for 37 years, hav- 
ing joined the firm in 1913. 








Black & Decker Holds Annual Sales Meeting in Tucson 








Sales plans and market development were the main topics discussed during the 


annual sales meeting of Black & Decker Manufacturing Co., Towson 4, Md., 


held at 


Tucson, Ariz. Branch managers and top home office sales personnel, headed by R. D. 
Black, vice-president, and Glen H. Treslar, vice-president in charge of sales, attended 
the meeting. Mr. Black pointed out that a total of 625 years of sales and marketing 
experience of portable electric tools was represented at the meeting, or an average of 
24 years of experience for each man. 
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Mathias Klein Appoints 
Rogers As Sales Agent 


Bamford E. Rogers has re- 
cently been appointed sales 
representative for the north- 





BAMFORD E. ROGERS 


eastern part of the United 
States by Mathias Klein & 
Sons, Chicago, manufacturers 
of tools and equipment for 
linemen and electricians. 
Mr. Rogers has served with 
such organizations as Federal 
Telephone & Radio Corp., 
Kenneth A. McIntyre Asso- 
ciates, and Western Union 
Telegraph Co. He will super- 
vise sales of Mathias Klein 
& Sons equipment in the ter- 
ritory he covers with head- 
quarters at Paterson, N. J. 





Detecto Purchases 
Yale Scale Line 


Yale & Towne Mfg. Co., 
Chrysler Bldg., New York 17, 
N. Y., has sold its industrial 
scale business to Detecto 
Seales, Inc., Brooklyn, N. Y., 
effective June 1, it was an- 
nounced by E. F. Twyman, 
vice-president in charge of 
Yale & Towne’s Philadelphia 
division. The transaction in- 
volves scale patents, equip- 
ment, parts and inventory. 





Lowebco Appoints New 
Division Sales Heads 


Two new divisional sales 
managers have been ap- 
pointed for Lowebco, Inc., 
1525 E. 53d St., Chicago 15, 
Ill. They are Charles L. 
Warner, who will cover Flor- 
ida, and Robert E. Quick, 
who will handle Colorado, 
Wyoming, New Mexico and 
eastern Montana. 

Mr. Warner and Mr. Quick 
will manage sales of the com- 
pany’s Wilsolve, Oncrete for 
Concrete, and Adtex, through 
retail paint and hardware 
stores, mill supply houses, 
wholesale distributors, and 
other outlets. 
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California thage, has recently changed aoe 


+ 

Light 

34 is ¢ L D € R Ss Boomer Hardware, Chow- its name to H. G. Rice Hard- 
chilla, has moved into the ware. The store has also 


‘ i dernized. 
HARDWARE eae 


the proprietor. Kansas 











r McConnell Hardware 

Youngman’s Paint & : 
Hardware Store has opened Store, ag Po _ Le 
for business at 1526 Palm Pherson, has been been so 

















Const 
Ave., Fresno. H. F. Young- Hd Ray oe to KL plant, 3 
man is the owner and man- B@rnes. he store name was Crisfele 
changed to Barnes Hard- 
ager. May |. 
ao ware & Supply Co. of the | 
Idaho — 
Maine three-s 
Alton Anderson has ac- local te 
quired the interest of his Pontbriand’s Hardware, 81 and ad 
former partner, Grover Mill St., New Auburn, re- million 
Hemming, in the Rexburg cently opened its new store. 
Hardware, College Ave., 
Rexburg. Michigan Retsky 
ae ‘lark § 
Ilinoi Leatherman Hardware 4 
Fienmane — & Store, Caledonia, was dam- , 
s ar re a nae 
Paint Supply Co., formerly aged by a fire of unknown New ) 


of 7329 Vincennes Ave. °”8'" H. 
Chicago, has opened a new 1287 § 
self-service super market at New Jersey City 1 


7455 Vincennes Ave. Cliff Hardware and Paint its 5Ot 
by RI , F | N —_— Co., 1553 Irving St., Rahway, ness. 
































Edwards Hardware, Car- has been purchased by Harry prieto1 
- Tackle Display Features New Shadow Box Nortt 
For more than 50 years Griffin wan 
hinges have been known for their a 
anni 
fine materials and workman- the in 
new § 
ship. Griffin hinges are 
Dar 
part of a wide variety of light a ha 
Hans 
builder’s hardware .. . Mr. I 
. terest 
. quality produced by Hard 
i ' 
eR 4 Griffin. ; 
Ki LA Ohio 
RiEuery DOOR NEEDS THREE! “a 
plian 
Ham 
Ncnas by P] 
mene | 
Ore 
Th 
anufacturing Company £ a 
" A. H 
ERIE + PENN SYLVANIA Wayne Bucher, Miller Sporting Goods, Kalamazoo, Mich., man. 
SALES OFFICES is shown here decorating his store window with nylon-gear Sew) 
45 Warren Street, New York 7, New York reel shadow boxes to build an early tackle display window have 
pe eae denee te, ‘Wisttess in Kalamazoo. The shadow boxes are features of one of the kitct 
115 Broad Street, Boston, Massachusetts two new four-color lithographed Store-Window display sets Ontz 
on a ae oe a which are produced by Shakespeare Co., Kalamazoo, and 
308//2 North Harwood, Dallas, Texas distributed to its tackle accounts. Peni 
Sus Worth President Ooeet, hates er tatestsctoet The light, compact display set, styled for use by the tackle D 
4638 Nicholas Parkway, Kansas City, Missouri dealer as background material or point-of-sale material, “ad Clea 
arcison Bivd., Baltimore 16, Maryland be used in windows, on wall, counter cases, islands or shelves. . 
ee ee ee ee The display set has four units, two of which are shadow pliat 
boxes, and two reels, the new Direct Drive with nylon gears St., 
and Shakespeare's No-backlash Wondereel. of 
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New Briddell Plant to Double Outpat 





Construction of a $600,000 modern, brick and steel cutlery 
plant, 30 x 250 ft., on a recently acquired 30-acre site near 


Crisfield, Md., for Charles D. 


May |. 


Inc., was begun on 


Briddell, 


The factory will have an output double the capacity 


of the plant destroyed by fire in March. 

After a six-weeks delay only, the company has resumed 
three-shift operations on its Carvel Hall cutlery items in 
local temporary buildings. All employees have been rehired, 
and additional operators will be needed to reduce a two- 
million dollar backlog of orders. 








Retsky, formerly owner of 
Clark State Hardware, Eliza- 
beth. 


New York 


H. Schwartz Hardware, 
1287 Sixth Ave., New York 
City 19, recently celebrated 
its 50th anniversary in busi- 
ness. Sam Schwartz is pro- 
prietor of the store. 








North Dakota 


Vallancey Hardware, 
Mandan, celebrated its 50th 
anniversary recently with 
the installation of a modern 
new store front. 





Dan Breding has opened 
a hardware store in the 
Hanson’ Bldg., Kenmare. 
Mr. Breding also has an in- 
terest in Breding Brothers 
Hardware, Powers Lake. 





Ohio 

Moore’s Hardware & Ap- 
pliance, 2225 Pleasant Ave., 
Hamilton, has been opened 
by Phil Hutchinson. 


Oregon 


The Marshall-Wells store 
in Ontario has been sold to 
A. H. Hills and Gil Holder- 
man. Former owners, A. W. 
Sewright and his son, Andy, 
have opened a Youngstown 
kitchen equipment store in 
Ontario. 


Pennsylvania 


Dufton Hardware Co., 
Clearfield, opened its new ap- 
pliance store at 101 N. Third 
St., following the renovation 
of the storeroom formerly 
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the site of the Hoover Hard- 
ware Co. 





Balthaser’s Hardware 
Store has been moved to a 
modernized and_ enlarged 
building, 234-236 State St., 
Hamburg, from its former 
location at 220 State St. 
Nathan S. Balthaser is the 
owner. 





George F. Shaw has opened 
a hardware store in the for- 
mer G & M Store, Roaring 
Spring. 


Texas 


Ahrenbeck Hardware has 
been moved from Washing- 
ton and Tenth Sts. to the ad- 
joining building on Wash- 
ington Ave., Navasota. 





Sam Carroll has_ pur- 
chased Walker Hardware, 
Blooming Grove, from J. E. 
Walker. Mr. Walker was 
forced to retire because of ill 
health. 





Wisconsin 


H. W. Benter has recently 
opened a new hardware store 
opposite the Galesville post- 
office. The building has been 
redecorated. 





The Gerdman hardware 
store, Baileys Harbor, has 
been purchased by Gordon 
Nelson. 





Kozelka Hardware Store, 
Prairie du Chien, has been 
sold to Lawrence Lanke and 
George Novey, by Henry 
Kozelka. The store name has 
been changed to Beaumont 
Hardware Co. 
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, 14", 36", 6!" packed 100 to carton; 


packed 50 to carton; 1’ packed 30 | 


bakin 114" and 114" packed 25 to carton; 2” 


20 to carton. “X-L” Packaged 
are easier to warehouse, easily identified 
ze and quantity, facilitate shipping and! 
c@&plings loss. Order yours today! Imme- 




















Harry Ferguson Makes 
Two New Appointments 


Allen S. Gordon, formerly 
of the United Nations Food 
and Agriculture Organiza- 





BLAIR WILLIAMS 


tion, has been named assis- 
tant to Curry W. Stoup, gen- 
eral sales manager of Harry 
Ferguson, Inc., farm equip- 
ment manufacturers at 3639 
E. Milwaukee Ave., Detroit 
11, Ill. The appointment of 
Blair Williams as eastern 
regicnal manager was also 
made by the company. Mr. 
Williams succeeds Claude B. 
Quillian, and will coordinate 
Ferguson dealer and dis- 
tributor sales activities in the 
states of Michigan, New 
York, Maine, Massachusetts, 
Vermont, New Hampshire, 
Connecticut, Rhode Island 
and New Jersey. 


Mr. Gordon has been asso- 
ciated with Chrysler Ord- 
nance, International Harves- 
ter Corp., and from 1945 to 
1947 was assistant chief of 
the Farm Machinery division 
of UNRRA. Prior to his posi- 
tion of agricultural officer in 
charge of the United Nations 
Food and Agriculture Organ- 


ization, Mr. Gordon was 
eastern regional manager for 
the Graham Paige Corp., 
York, Pa. 


Firearms Firm Moves 
Executive Offices 


Harrington & Richardson 
Arms Co. has moved its exec- 
utive sales offices from the 
factory in Worcester, Mass., 
to Washington, D. C. This 
is a move of the executive 
sales offices only, and has not 
changed the channels through 
which orders and shipments 
are to be handled. Stuart G. 
Bowren, sales and advertis- 
ing manager, has located his 
offices in the Investment 
Building, and the regional 


94 


managers will also work out 
of Washington. The company 
plans future expansion of the 
regional manager organiza- 
tion to include Canada as 
well as the United States. 





Acme Shear Executive 
Contributes to Book 


In a recently published 
book entitled, “How I Made 
The Sale That Did The Most 
For Me,” published by Pren- 
tice-Hall, Inc., B. C. Deuschle, 
vice-president and _ general 





B. C. DEUSCHLE 


sales manager of Acme Shear 
Co., Mill Hill Rd., Southport, 
Conn., and 659 other top- 
ranking salesmen tell about 
the techniques used by them 
to make a major sale. Mr. 
Deuschle’s story concerns a 
sale made after winning a 
race with the stork. 

Mr. Deuschle started his 
career with the General Elec- 
tric Supply Corp., and did 
such a good job handling 
people in collection work that 
he was transferred to selling, 
advancing to sales manager. 
He won a number of firm 
contests for sales volume, 
Several years ago he joined 
Acme Shear Co. in his pres- 
ent position. 





Gott, Vice-President, 
American Machine Co. 


Rodney C. Gott has been 
named a_ vice-president of 
American Machine & Foun- 
dry Co., 511 Fifth Ave., New 
York 17, N. Y. Mr. Gott, also 
a director of DeWalt, Inc., 
Lancaster, Pa., makers of 
high-speed radial saws, an 
AMF subsidiary, was for- 
merly assistant to the presi- 
dent of American Machine & 
Foundry Co., in charge of 
commercial research and de- 
velopment. 

In his new capacity, Mr. 
Gott will supervise the ac- 
tivities of three of the com- 


pany’s major subsidiaries, 
and will direct the commer- 
cial research and develop- 
ment department operations. 
His duties also include di- 
recting the Lowerator dis- 
penser division and the sales 
and distribution of the com- 
pany’s Wahlstrom tools and 
jet tobacco curer. 





Finn Magnus Receives 
Horatio Alger Award 


Finn Haakon Magnus, 
head of Magnus Harmonica 
Corp., 439 Frelinghuysen 
Ave., Newark 5, N. J., was 
recently presented a 1951 
Horatio Alger Award at the 
Rainbow Room, New York 
City. The awards are given 
annually to outstanding fig- 
ures in commerce and indus- 
try who have achieved suc- 
cess after starting from the 
bottom of the ladder. 


Hardware Lodge Group 
Will Hold Picnic 


Hardware Lodge, B'nai 
B’rith No. 1731, will hold an 
all-day picnine and outing at 
Macy Park, Ardsley, N. Y., 
on Sunday, June 17. Members 
are invited to bring their 
friends and children, and 
games are planned for both 
adults and children. 


Nelson Becomes Head of 
Central Plumbing Co. 


George B. Nelson will be- 
come head of Central Plumb- 
ing Supply Co., formerly 





GEORGE B. NELSON 


Central States Plumbing 
Supply Co., with offices and 
warehouse at 5129 N. Damen 
Ave., Chicago, Ill. Mr. Nel- 
son has been associated with 
this firm for the past 15 
years as a sales representa- 
tive. The new organization 
will take over the accounts 
of Central States and is 
planning to increase cover- 
age of the hardware trade 
in the Middle West, along 
with the addition of several 
new lines of merchandise 
and the extension of service 
in this area. 








Belknap Hardware Honors 50-Year Employee 





Merrill M. Williams, right, an employee of Belknap Hard- 
ware & Manufacturing Co., heavy wholesaler of 111 E. Main 
St., Louisville 2. Ky., for 50 years, was recently honored by 


the company. 


Mr. Williams with an engraved gold watch. 


Charles R. Bottorff, left, president, presented 


Mr. Williams 


started as an errand boy, advancing through warehouse and 


clerical jobs to claims adjuster. 


In 1918 he was made man- 


ager of the claims department and the general files of the 


company. 
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Dependable Everyday Utility Tools! 


Warwood Bars are staple tools 














for rough use. New developments 





in forging methods make Warwood 
bars stronger, more durable and 
longer lasting. Attractively finished, 
these tools will meet the most ex- 


acting requirements for everyday 


WARWOOD rugged service. For the best in 
eomumunapneead bars and other forged tools, 
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TROJAN SAW BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 
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AT LAST! AN OPEN-END RATCHET 
WRENCH — the world’s first true World-famous Trojan 
universal wrench. A patented design Saw Blades. Over 130 
for connections on tubing, rods, different types for 


piping, conduit, studs, etc. Sixty-four 
socket sizes from %" to 4”. Smallest diag — hand and = 
sawing operation. Un- ’ 


effecti tcheti t—5°t : . 
aie uis die den : equalled in quality. 


7%*. TAC will also do every job age 
any ordinary ratchet wrench will do: Teeth are individually 
filed and precision set. } 


one TAC set replaces literally doz- 
ens of single-purpose hand tools. Blades are hardened : 


and oil tempered for 
a long, sharp life. 


TAC the ised rae Ackermann - Steffan Div. 


an ¥? lS, pecids ambiance ee. 
a 1) “a ) | 7112 South Victoria + 10321 Anza Ave + Les Angeles. Cal! PARKER MFG. C0. ° Insist on 
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Franklin Olin 


Franklin W. Olin, 91, 
founder of Olin Industries, 
East Alton, Ill., died May 22 
after a heart attack in the 
hospital. 

Mr. Olin was president of 
the Western Cartridge Co. 
until 1944, when Olin indus- 
tries was formed. He was a 
director of the Olin Company 
at the time of his death. 

Surviving are his widow 
and two sons, John M. Olin, 
president of Olin Industries, 
and Spencer T. Olin, first 
vice-president. 





Alexander L. Mackay 


Alexander L. Mackay, 83, 
for many years sales man- 
ager of the Corbin Cabinet 
Lock Division of the Amer- 
ican Hardware Corp., New 
Britain, Conn., died on May 
16. He had retired from ac- 
tive service in 1940, after 
forty years with Corbin Cab- 
inet Lock. 





Phil Hatley 


Phil Hatley, 50, associated 
with G. M. Baird Co., Mem- 
phis, Tenn., died May 14, 
after an illness of more than 
a year. 

Mr. Hatley traveled for 
Shapleigh Hardware Co., 
wholesalers, St. Louis, follow- 
ing which he was made buyer 
for Fones Brothers Hardware 


Co., wholesalers, Little Rock, 
Ark. He became buyer and 
department manager for Hig- 
ginbotham - Perlstone Hard- 





PHIL HATLEY 


ware Co., wholesalers, Dallas, 
and then vice - president of 
Witte Hardware, St. Louis. 

His wife, mother, two 
brothers and sisters survive 
him. 


Herman Wolff 


Herman Wolff, 55, former 
treastfrer of Wolff, Kubly & 
Hirsig, Madison, Wis., died 
suddenly at Stuart, Fla. He 
had been associated with the 
firm for 32 years, and retired 
because of ill health about a 
year ago. 











Lowe Bros. Managers 
Hold Sales Meeting 


The Lowe Brothers Co., 
Dayton, Ohio, paint and var- 
nish manufacturers, recently 
conducted a two-day confer- 
ence for managers and sales 
managers of its six district 
sales areas. The meeting, 
held semi-annually, was at 
the company’s headquarters. 
Various phases of dealer 
and customer relationships 
were discussed, and sales and 
advertising plans were con- 
sidered. Reports on market- 
ing conditions in various sec- 
tions and progress of special 
sales programs now under 
way were also given. 

District officials present for 
the meeting included: R. S. 
Parsons and R. D. Butler, 
Dayton; J. H. Bucher and 
I. B. Anthony, Jersey City, 
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N. J.; J. A. Roden and L. K. 
Jordan, Boston, Mass.; W. E. 
Anderson and A. B. Benson, 
Chicago, Ill.; T. H. Hollimon 
and B. E. Bridges, Atlanta, 
Ga.; R. K. Mason and W. D. 
Moore, Kansas City, Mo. 





Chicago Paint Salesmen 
Elect New Officers 


The Paint Salesmen’s Club 
of Chicago elected officers at 
their annual Past President’s 
night, April 26, at the Furni- 
ture Club, 666 Lake Shore 
Drive, Chicago. Members and 
guests totalled 61, among 
whom were 16 past presi- 
dents. 

The following offieers were 
elected to serve during the 
fiscal year beginning Sep- 
tember, 1951: president, Le- 
roy B. Ross, James B. Day 


1951 


Co.; vice-president, A. J. 
Stacey, Patterson - Sargent 
Co.; secretary, Elwin Pil- 


chard, Hercules Powder Co.; 
directors for three years, 
Lester F. Berger, William 
Leisen, and S. Serbula. 





Grant Pulley Starts 
Work on New Wing 


Ground-breaking ceremo- 
nies were held on May 3 by 
Grant Pulley & Hardware 
Co., 31-85 Whitestone Pkwy, 
Flushing, L. I., N. Y., pre- 
ceding the start of construc- 
tion of a new wing to the 
recently built factory in 
Flushing. The wing will add 
a total of 20,000 sq. ft. to the 
factory. 





Actress Gets Millionth 
Pair of Bluette Gloves 


The 1,000,000th pair of 
Bluettes Indoor - Outdoor 
gloves produced by the Pio- 
neer Rubber Co., Willard, 
Ohio, was presented to 
Loretta Young, motion pic- 
ture star. John H. Gibson, 
president of the company, 
presented the gloves to Miss 
Young recently, after she 
had worn Bluettes in her 
latest M-G-M picture, “Cause 
for Alarm.” 


Electrical Supply Co. 
Has 25th Anniversary 


The U. S. Electrical Sup- 
ply Co., 55 Warren St., New 
York City 7, distributor of 
appliances, housewares and 
lighting fixtures, celebrated 
its 25th anniversary recently. 
The company was started in 
1926 with two employees 
working in rented loft space. 
Today it operates out of its 
own building and employs 36 
people, including 10 outside 
salesmen, serving more than 
1500 retail dealers. 





Gillen Company Moves 
To Larger Plant 


J. L. Gillen Co., formerly 
of Dowagiac, Mich., has 
moved to a larger plant at 
12202 Wormer, Detroit 28, 
Mich., just off U. S. 24 and 
U. S. 12. This move will 
allow the company, maker of 
oil and gas fired furnaces and 
water heaters, to do all man- 
ufacturing in one plant. 





Academy Products 
Moves Offices 

Academy Electrical Prod- 
ucts Corp., formerly of 4849 
Broadway, New York City 
34, has moved its offices and 
plant to its new building at 
3842-44 Ninth Ave., New 
York City 34. 








Third Generation Joins Pot & Kettle Club 





The Los Angeles Pot & Kettle Club celebrated an historic 
occasion with the presentation of a Pot & Kettle Club Code 
of Ethics to B. J. Badham III, making him the third genera- 
tion of his family active in this club. His grandfather, B. J. 
Badham, Hoffman Hardware Co., is one of the club founders 
and one of its three honorary members. B. J. Badham, Jr. is 
a club past president active in its affairs as well in the na- 
tional Pot & Kettle organization. Robert Homan, current club 
president, presented the Code of Ethics to Mr. Badham. 

Shown left to right are: B. J. Badham; B. J. Badham, Jr.; 
B. J. Badham, II]; and Robert Homan. 
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The Business ‘Sicttnaiebia aids ond’ a. ee 
(Continued from page 14) 


Fair Trade Laws 


on the future of Fair Trade prices 
and might encourage the further 
growth of discount houses and 
other cut-rate outlets. 

A large number of products in 
the hardware trade are Fair 
Traded and any weakening of the 
Fair Trade program could have 
serious effects upon the ability of 
a smaller dealer to compete with 
large department stores in selling 
nationally sold branded merchan- 
dise. 

A more detailed report of what 
effect this new ruling will have on 
Fair Traded hardware merchandise 
will be published in the next issue 
after manufacturers have had an 
opportunity to study the ruling. 


Wholesale Prices 
Down For Two Weeks 


A drop of 0.8 pct in average 
wholesale prices in the week ended 
May 8, the second week in which a 
decline was shown, was reported by 
the Bureau of Labor Statistics. 
The all-commodity index at the end 
of the week was 182.9 pct of the 
1926 average, compared with 183.4 
pet a week earlier. The index was 
0.1 pct below the level of a month 
earlier and compared with the post- 
Korean peak of 183.9 pct, which 
was reached in the last two weeks 
in March. 

In the week of May 8 the whole- 
sale price index for building mate- 
rials stood at 189.6, unchanged 
from the previous week and that 
of building materials at 227.5, also 
unchanged. 


Consumer Articles 
Tightest Next Year 


Shortage of consumer goods “will 
be most intense” next year, said 
National Production Administrator 
Manly Fleischmann in warning 
consumers to prepare for the 
greatest period of shortages since 
the mobilization program got under 





way. A total of $58 billion of mili- 
tary orders will be placed between 
now and June, 1952 and that this 
will result in many new controls, 
he added. ° 

It should be possible to relax 
many controls on television by 1953 
unless there is a full scale war in 
the meantime, Mr. Fleischmann 
stated. 


Time-Pay Credit Total 
Reduced Sharply 


Instalment credit outstanding 
declined $364 million in the six- 
month period between October 1950 
to the end of March 1951. This 
was in sharp contrast with the in- 
crease of $2.3 billion dollars in the 
preceding six months, and with the 
rise of $1.2 billion in the period 
beginning October 1949 through 
March 1950. 


The sharp drop in instalment 
credit was due in large part to 
Regulation W, which now requires 
a one-third down payment on autos 
and a one-quarter down payment 
on other durables. The balance in 
both cases must be paid within 15 
months. 





Effects of Reg W 
Watched by F.R.S. 


In discussing present controls on 
consumer purchases before the 
House Banking and Currency Com- 
mittee, William McChesney Martin, 
Jr., chairman of the Board of Gov- 
ernors of the Federal Reserve 
System, gave assurance that the 
Board “is prepared either to 
tighten or to relax credit terms 
whenever such action would be con- 
sistent with the objectives of the 
Defense Production Act.” 

Mr. Martin told the Congres- 
sional committee that present pro- 
visions of Regulation W are more 
lenient in some respects than those 
in effect during most of World War 
II. He also pointed out that the 
regulation is also substantially less 
restrictive than the terms of simi- 
lar regulations now in force in 
Canada. 

“Recently,” Mr. Martin said, 
“there has been some reduction in 
demand for consumer durable 
goods from the exceptionally large 
volume of December and January, 
although sales of most continue 
close to the high levels reached a 
year ago. Conditions in these mar- 
kets are being watched closely and 
frequent consultations are being 
held with representatives of the in- 
dustries and trades which have 
been affected. 


“Even though inflationary pres- 


sures may temporarily be checked, 
a highly volatile demand situation 
is to be expected as long as the de- 
fense program and _ international 
developments play such a dominant 
role in the economy.” 





Use Sound Selling Methods to Move 
Heavy Inventories, Credit Man Advises 


Companies holding heavy inven- 
tories need not be too concerned if 
they are financially able to pay for 
these inventories when due, for the 
time is not far away when the 
merchandise will move rapidly and 
at a profit, Henry H. Heimann, ex- 
ecutive manager of the National 
Association of Credit Men, said in 
his monthly business review. He 
stressed that “strong credit is of 
exceptional importance just at this 
time.” 

However, those businesses which 
are in a tight credit position should 
concentrate on a sound selling pro- 
gram, he added. He observed that 
if as much time is now devoted to 
sound sales and advertising pro- 
grams as to worry over excess in- 


ventories, there soon would be no 
cause for worry. 

“Those who overbought should 
sell their way out of their difficulty 
when they have not the funds to 
carry them through to the demand 
period,” he added. 

“Let us assume that the authori- 
ties engaged in attempting to con- 
trol inflation through price control 
and regulations are industrious, 
fair, sincere and are attempting to 
do a decent job. Despite such as- 
sumption one cannot help but won- 
der whether these authorities are 
fully aware of the mountain of de- 
tail and apparently unnecessary 
work they are inflicting on the 
average small retailer. Nothing 
would be more in the interest of an 
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Nobody knows better than 
Telteerelaay eer eendriaehiconian 
may not be able to get a// the 
aluminum screening they 
want this year. 
But we both know some will 
be available. 
And we want to make sure 
your customers remember 
ALUMINUM as their best 
buy in premium screening 
That s why your best custom- 
ers. are now reading ads liké 
Wri in telly | afin this in American Home, Better 
lt? Argreeting ? abou dtéctig Homes & Gardens, Popular 
~~ a Science and Holland's. Fitteer 
million copies of messages 


like this, this spring! 
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understanding as to how severely 
these regulations fall upon the 
small business man than to go out 
in the field and learn first hand. 
They are adding costs beyond ex- 
pectation in book work; they are 
irritating the retailer to the point 
that he is ‘cussing’ the govern- 
ment; they are destroying his in- 
centive in his own establishment 
and his confidence in his govern- 
ment.” 


March Sales Higher 
In Most Retail Lines 


Dollar volume of business done 
by 50 different types of retail 
stores in March was 10 pct above 
the level of the same 1950 month, 
according to a Commerce Dept. 
report. An increase of 17 pct was 
shown in the first three months of 
this year. 

A few groups failed to do so 
well, however. Radio stores were 
among them, this category show- 
ing March sales down 14 pct from 
a year ago and first quarter sales 
only 6 pet above that of 1950. 

Thirty-five lines showed better 
than a 10 pct rise for March. The 
lumber-hardware group showed a 
sharp rise. A 43 pct boost over 
March of last year was shown by 
variety stores, probably on ac- 
count of the early Easter. Floor 
covering dealers had a 41 pct rise. 
A 47 pct gain was registered by 
dealers in auto accessories, tires 
and batteries. 


Wilson Says Dealers 
Are Cutting Prices 


Defense Mobilizer Charles E. 
Wilson informed a Congressional 
committee that merchants in a 
number of places are reducing in- 
ventories at prices below previous 
high levels. 





More Manufacturers Guarantee Against 
Price Reductions Resulting From CPR 22 


Numerous manufacturers, part- 
ticularly makers of household ap- 
pliances, have notified the trade 
that they will guarantee protection 
against any price reductions which 
may be necessitated by Manufac- 
turers Ceiling Price Regulation 22. 
The effective date of the ruling is 
May 28. 

A partial list of the pricing poli- 
cies of firms which have distribu- 
tion through hardware stores fol- 
lows. The statements of other 
manufacturing firms were previ- 
ously reported. (See p. 14, May 17 
issue.) 


BMC Corp., Binghampton, N.Y., 
juvenile wheel goods company, has 
announced that it will protect its 
customers against any rollback of 
prices under CPR 22. It states it 
will refund its direct-purchase cus- 
tomers the difference between 
prices paid for goods on and after 


April 25 and the rolled back price, 
if any, when the order goes into 
effect. 


Sunbeam Corp., Chicago, which 
had announced a price guarantee 
to its distributors on goods shipped 
to them between April 26 and the 
effective date of CPR 22, has subse- 
quently notified its distributors not 
to make any committments to 
dealers that purport to be binding 
on Sunbeam. The notice pointed 
out that the price guarantee is to 
the distributor. 


Apex Electrical Mfg. Co., Cleve- 
land, guaranteed prices against 
reductions under CPR 22 but C. G. 
Frantz, president, said the effect 
of the order has been to stop any 
further buying because of uncer- 
tainty as to future prices. He 
said the rollback and the effect of 

(Continued on page 101) 





Dealer Prices Advanced 1.15% 
(Continued from page 14) 


in the category that included cut- 
lery, guns, ammunition, athletic 
equipment, bicycles and fishing 
tackle (.49 pct), and in housewares 
(.68 pet). 

Much higher increases, however, 
were shown in the category em- 
bracing small tools, contractors’ 
supplies and agricultural imple- 
ments and steel and heavy hard- 
ware (2.52 pct); in automobile 
accessories and supplies (2.99 
pet); builders’ hardware (3.38 
pct); and in paints, oil and glass 
(5.38 pet). 

For the purpose of this study 
the prices of 428 items on a typical 
dealer’s order were listed as of 
March 1, 1942, which represents 


the period when prices were frozen 
by O.P.A. 

The following shows the per- 
centage of increase in price for 
the various categories from that 
time to April 30, 1951: 


PO rere 64.94 

Small tools, contractors’ sup- 
plies and agricultural imple- 
ments, steel and heavy hdwe. 71.90 

Plumbing, excluding enamelware 78.75 


Electrical wiring supplies...... 59.52 
Machinery items ............. 37.17 
Automotive accessories, supplies 39.55 
PE, Ge, BIBER. oo ccc ccccee 66.69 
Builders’ Hardware ........... 74.12 
RN soon Sas eras oars acoso 70.52 


Cutlery, guns, ammo and acces- 
sories, athletic equt. bicycles 
and supplies ard fishing tackle 63.63 
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steadily declining volume of civil- 
ian business would result in a 
badly demoralized situation and 
would make many businesses un- 
profitable. 


Griswold Mfg. Co., Erie, Pa., 
manufacturer of ironware, guar- 
anteed all prices in event of a roll- 
back on all shipments and invoices 
dated April 25 and thereafter, as 
well as orders on hand. Affected 
by the guarantee are the company’s 
ironware dampers, mail boxes, food 
choppers, gas hot plates and gas 
laundry stoves. 


Alabama Mfg. Co., Birmingham, 
Ala., announced that as of May 1 
it will protect its distributors 
against rollbacks in price on its 
Gem Dandy electric churns. The 
firm states that it is “definitely 
sure” that there will be no price 
rollback on its churns, but that 
the new policy will protect jobbers 
from May 1 until the new order 
goes into effect. 


Dominion Electric Corp., Mans- 
field, O., has guaranteed its cus- 
tomers price protection, effective 
on all shipments made on or after 
April until May 28, the legal dead- 
line for filing new ceiling prices. 
A company statement said that in 
any cases where the new ceiling 
price may be lower than the pres- 
ent price, customers may debit the 
company for the difference on all 
shipments made on and after April 
25 until May 28. 

A company official predicted that 
there will be a shortage of appli- 
ances this fall due to the Controlled 
Materials Plan which takes effect 
on July 1, which will seriously re- 
duce the amount of raw materials 
available for appliances. 


Knapp-Monarch Co., St. Louis, 
notified dealers that it would guar- 
antee its prices on all shipments 
made to them between April 26 
and May 28. 


General] Electric Co. indicated 
that there would be no rollbacks 
on refrigerators, freezers, wringer 
and automatic washers, driers and 
flat plate ironers. In a letter to 
distributors the firm stated that 
it appears that some price in- 
creases would be justified by cost 
increases. 


Dazey Corp., St. Louis, in a 
statement to dealers, said that no 
rollback in its housewares prices 
was expected. The statement also 
said that while some products 
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To be sure of longer wear ina 
Can, and less wear on finances, have 
your customers buy WITT CANS—they’re built to 


last—“Guaranteed To Outlast 3 to 5 Ordinary Cans.” 


FOR A BETTER BUY LOOK FOR THESE FEATURES... 
STRAIGHT SIDES—assure extra resistance to rough 
handling. 

DEEP ROLLING CORRUGATIONS—run full length of Can 
adding further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 
STRUCTURAL STEEL BANDS—protect top and bottom of 
Can and act as shock absorbers. 

HOT DIP GALVANIZING—a hand process after fabrica- 
tion insuring heaviest possible rustproofing. 
PINCH-PROOF HANDLES—for easy handling. 
STURDY LID—snug fitting, yet easy to remove. 


WITT CANS HAVE THE “Right Angle” Aq 
fer Can 


THE WITT CORNICE COMPANY, Cincinnati 
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MECHANIC'S SCREW 
DRIVER SET 


A MULTIPLE SALES WINNER 


Here's a quality package 
with the customer in mind— 
no extras—no off sizes—a 
complete matched set of 
seven screw drivers made 
just the way discriminating 
mechanics want them. 


Like all Vichek tools, they're 
designed and produced by 
tool craftsmen—men who 
know -the value of quality. 
Your customers will recog- 
nize and appreciate these 
features—Square shank— 
Specially heat-treated bits, 
bright finish—Full size palm- 
fitting handles of clear hard- 
wood—Heavy ferrules spun 
securely on to the handle. 


SALE S — SEVEN TIMES 
BETTER BY THE SET! 


“THE VLCHEK TOOL COMPANY 


3001 East 87th Street * Cleveland 4, Ohio 


VLCHEK 


COMPLETE LINE OF 
[Lia ba 61.4) 0) am dO) 46) 40 O10) Bs 





could be increased under the regu- 
lation there was no intention to 
make such .increases at present. 
Credit was guaranteed on any 
shipments on which there might 
be any rollbacks made after April 
25. 


Inventories Higher 
At All Levels 


Business inventories at the end 
of March had a book value of $66.2 
billion, a rise of $1.7 billion over 
total a month earlier, reported the 
Commerce Dept. There was a $900 
million rise in manufacturers’ in- 
ventories. Retailers’ inventories 
were up $600 million and those of 
wholesalers $200 million. The total 
for electric appliance and house- 
furnishing stores was up about 
$100 million. 

Total manufacturers’ inventories 
amounted to $36.4 billion at the 
end of March, as compared with 
$35.5 billion a month earlier. Pro- 
ducers of durable goods had inven- 
tories of $17 billion, compared with 
$16.7 billion at end of February. 

Inventories of retailers amounted 
to $18.4 billion, compared with 
$17.8 billion while those of durable 
goods retailers totaled $7.5 billion, 
compared with $6.9 billion at the 
end, of February. 





Sharp Drop in 
Output of Vacuums 


Factory sales of standard size 
household vacuum cleaners in April 
showed a drop of 21.7 pct from 
March, according to the Vacuum 
Cleaner Manufacturers’ Associa- 
tion. 

April factory sales were 22.4 pct 
lower than for the same month of 
1950. April was also the industry’s 
lowest month since August 1949. 


20,000 Dealers Join 
In Housewares Drive 


Electric houseware dealers di- 
rectly tying-in with the campaign 
promoting such housewares for 
every gift occasion now total more 
than 22,000, it is estimated. This 
figure, according to leaders in the 
drive, is based on signed dealer 
orders received to date for display 
and promotional kits. Additional 
orders of 500 to 600 are coming in 
daily from practically every state, 
it was stated. The program is 
sponsored by the electric house- 
wares section of the National Elec- 





trical Manufacturers Association. 


Forecasts Lower 
Prices on Rubber 


Lower prices for rubber prod- 
ucts, on account of a larger world 
surplus of the commodity, was 
forecast by James J. Newman, 
vice-president, B. F. Goodrich Co., 
as he returned from the eighth 
annual meeting of the International 
Rubber Study Group in Rome. He 
said that this year’s world rubber 
supply, including both natural and 
synthetic, will amount to approxi- 
mately 2,805,000 long tons, the 
largest on record. The study group 
put 1951 consumption at 2,425,000 
tons. 


Wages and Salaries 
Up for 13th Month 


Total wage and salary disburse- 
ments were at an annual rate of 
$164 billion in March, about $2 
billion higher than in February, 
which marked the 13th consecu- 
tive monthly increase in em- 
ployees’ income, the Office of Busi- 
ness Economics reports. 

Government payrolls accounted 
for more than a third of the Feb- 
ruary-March increase, rising from 
$26.6 billion, at an annual rate, 
in February, to $27.3 billion in 
March. 

Personal income in the first 
three months of 1951, at an annual 
rate of $241.6 billion, was 12 pct 
above the same period of last year. 


37% Increase Shown 
In TV Production 


Television receiver output 
amounted to 2,199,669 sets in the 
first quarter, a rise of 37 pct over 
the 1,605,200 sets reported for the 
same quarter last year, announced 
the Radio-Television Manufactur- 
ers Association. Output of radio 
sets in the first quarter amounted 
to 4,235,597 sets, a 27 pct gain over 
the 3,343,600 receivers produced a 
year ago. 

The association noted, however, 
that preliminary figures indicate 
that set production is declining in 
the second quarter. The report 
disclosed that 95 pct of all tele- 
vision sets manufactured in the 
first quarter had picture tubes 16 
in. or larger and that 3,672 sets 
were equipped with picture tubes 
22 in. or over. 

Of all picture tubes sold to 
manufacturers in the first quar- 
ter, 84 pct were rectangular in 
form. 
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U. S..Cuts Paint Colors 
From Over 600 to 187 


A color card has been issued by 
the Federal Government to pro- 
vide uniformity in the colors of 
paints it purchases. The more than 
600 colors it formerly used has 
been reduced to 187 by doing away 
with unimportant variations of dif- 
ferent shades. The card is desig- 
nated as TT-C-595, Colors: Ready- 
Mixed Paints. It is for sale by 
the Superintendent of Documents, 
U. S. Government Printing Office, 
Washington 25, D. C. and the price 
is $4.50. 


Appliance Selling 
Not Hit Like TV Trade 


The appliance industry, unlike 
television, has not been hit by wide- 
spread discount selling, in spite of 
inventory accumulation, Edward R. 
Taylor, vice president of Hotpoint, 
Inc., said in addressing the Mer- 
chandisers Club of St. Joseph 
Valley in South Bend, Ind. He de- 
clared that appliance dealers are 
able to develop new customers by 
going into the field and “digging 
up” prospects in their homes. He 
termed an added incentive, the use 
of a 10 pct trade-in allowance by 
the independent dealer. 


Aluminum Output 
Shows Big Increase 


Primary aluminum output in the 
first quarter totaled’ 401,431,462 
lb, a gain of 5 pct over the fourth 
quarter of 1950 and about 25 pct 
over the first three months of last 
year. March production amounted 
to 140,044,429 lbs, reported the 
Aluminum Association. 

Aluminum foil shipments by 
members of the association’s foil 
division amounted to 9,811,894 Ibs 
in March, bringing the total for the 
quarter up to 27,702,225 Ibs. 


1951 Sales Volume 
May Be Up 10-11% 


An increase of 10 to 11 percent 
in 1951 sales volume over last year 
is expected by retailers and manu- 
facturers, according to the Office 
of Business Economics in the April 
issue of the “Survey of Current 
Business.” Most companies, OBE 
stated, believe 1951 sales will be 
slightly above the sales rate in the 
fourth quarter of 1950 and as total 
business sales registered a consid- 
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Largest Manufacturer 
Highest Quality 
Aluminum and Wood Levels 


@ Most Complete Line in the 
Entire Level Industry 


HIGH 


@ Competitively Priced 


Administration Building and Part of Plant Operation 


EXACT LEVEL & TOOL MFG. CO., INC. 


BRIDGE 









@ The Finest in Construction, 
Precision and Eye-Appeal 


@ Sold thru Leading Wholesalers 


NEW JERSEY 














Scientific design, pre- 
cision construction, 
and top-quality ma- 
terials . . . backed 
by BLAIR’S seventy 
years’ experience... 
make this the out- 
standing mower in 
the medium-priced 


LAWN MOWERS 
BLAIR MANUFACTURING CO 


Telephone 2-7449 


SPRINGFIELD 7, MASSACHUSETTS 











| ARMSTRONG BROS. 


Better PIPE_TOOLS 
ENG 







Reversible Ratchet STOCKS 


| and Adjustable DIES 


Exceptionally convenient where space is 


| limited, this stock simplifies pipe threading 


close to walls, in corners and wherever oper- 
ating room is restricted. With adjustable dies 
(cut exact, over or under size threads) it is 
an ideal tool where valves and fittings are 
being installed or maintained. 

“ARMSTRONG BROS.” Adjustable Dies are 
vf special Vanadium Tool Steel, have “backed- 
off” teeth, correct cutting angle, ample chip 
clearance and correct’ threat 
angle. They «tart and cut easily, 
hold their sharpness and “spin” 
ef pipe without jamming or 
tearing threads. 


MSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
5214 W. ARMSTRONG AVENUE * CHICAGO 30, nl. 
emma sO 
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PECORA 


BRAND 


WEATHERCALK 





and five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK. 
LOADING CAULKING GUN lllustrated). 
PECORA ASBESTOS FURNACE CEMENT 

PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PECORA 


ine 





PAINT COMPANY: 
Lawrence & Venango Sts., Phila. 40, Pa. 


Manufacturers of Mastics for Structural Glass or Tile installa- 
tions... Sealing Compounds...Glozing Compounds... Stove 
Putties. .. Roof Coatings... Industrial Paints and Finishes 
. * 








McGill BRAND 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


‘ MARENGO, ILLINOIS 














| 
Available in quarts, one-gallon | 










| erable rise from the last quarter 
of 1950 to the early months of this 
year, anticipated sales seem to be 

| at essentially current rates. It was 
found, however, the business execu- 
tives are generally conservative in 
their forecasts of sales this year 

| on account of uncertainty of de- 
fense mobilization. 


| Yale Had 58% Rise 
| In First Quarter 


| 


Sales of the eight divisions of 
| Yale & Towne Manufacturing Co. 
| amounted to $22 million in the first 
| quarter of 1951, Gilbert W. Chap- 
| man, president, reported to the an- 
| nual meeting. This compared with 
| $13,900,000 in the same 1950 quar- 
ter, a rise of 58 pct. The company’s 
backlog of orders on March 31 
amounted to about $31 million, as 
compared with approximately $9 
million at the same time last year. 
The backlog, Mr. Chapman said, 
does not include any substantial 
portion of government business. It 
is expected this will be booked in 
the second quarter. 

He indicated that the velocity of 
turnover in the company’s inven- 
tory has been greatly accelerated, 
noting that at the end of the first 
| quarter of this year there was a 
| 3.7 months’ inventory on hand, as 
compared to 5.3 months’ inventory 
at the end of the first quarter of 

1950. 





Home Construction 
Total Up in April 


Residential construction con- 
tracts awarded in April in the 37 
states east of the Rocky Mountains 
were 3 pct higher than they were 
in March, but were 12 pct below 
April, 1950, according to F. W. 
Dodge Corp., construction news 
and marketing specialists. 

Construction contracts of all 
kinds awarded in April showed an 
increase of 8 pct over March, and 
a gain of 2 pct over April, 1950. 

The construction award total 
for the first four months of 1951 
was 16 pct higher than the cor- 
responding total for 1950. The 
four months’ total of residential 
awards were 8 pct greater than 
last year. 


Metal Curbs Hit 


Vacuum Cleaners 


March factory sales of household 
vacuum cleaners amounted to 290,- 
242 units, compared with 361,014 
units in the same 1950 month, a 
19.6 pet drop, reported the Vacuum 
Cleaner Manufacturers’ Associa- 
tion. March was the first month 
since January 1949 to show a drop 
from the same month of the previ- 
ous year. The downward trend was 
attributed to restrictions on metals 
and other materials. 





| 
| Liberty Garden Program Will Promote 
Growing and Home Preservation of Food 


“Liberty Gardens” has been des- 
| ignated as the name of the program 
| similar to the one which was con- 
| ducted during World War II under 

the name of Victory Gardens. The 
work incident to starting a national 
program is already underway. 

Secretary of Agriculture 
Brannan, in an official release, an- 
nounced the 1951 National Garden 
and Home Food Preservation Pro- 
gram will be carried out under the 
auspices of the State and Federal 
Cooperative Extension Service in 
collaboration with the Dept. of 
Agriculture. The National Garden 
Institute and other horticultural 
organizations will assist in the 
program. 

In a letter to the governors of 
all states, Secretary Brannan called 
their attention to the program and 
suggested the reactivation or es- 

| tablishment of State Garden and 
Home Food Preservation Com- 








mittees to coordinate and mobilize 
support for state and local pro- 
grams. Many states have already 
joined in the program. 

State and local committees are 
expected to be most helpful by 
bringing together trained volunteer 
personnel to give advice to the 
public on gardening and home food 
preservation. 

City people who cannot obtain 
space for gardening can participate 
by purchasing and preserving fresh 
products when temporary oversup- 
plies are available in the markets. 

The Elementary School Garden- 
ing program, developed by the Na- 
tional Garden Institute over a year 
ago, now has over 18,000 schools, 
classrooms and sponsored youth 
groups participating. 

Surveys during World War II 
show that approximately 40 pct of 
the fresh vegetables eaten by the 
public were grown in Victory 
Gardens. 
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9,000,000 Dwellings 
Using Gas Heat 


The American Gas Association 
announced that it has recently 
completed a survey which indi- 
cates that 919,000 new gas house- 
heating customers are expected to 
be added to present lists during 
the 1951-1952 househeating season 
and that 811,000 additional new 
househeating customers are an- 
ticipated in the 1952-1953 season. 
The survey also indicated that 
approximately 9,000,000 dwelling 
units were using gas for all house- 
heating purposes on Jan. 1, 1951. 


New Rubber Use Up 


March consumption of new rub- 
ber showed 7.73 pct rise over Feb- 
ruary, reported the Rubber Manu- 
facturers Association, Inc. Natural 
rubber consumption was down 
13.21 pet. Use of synthetic rubber 
was 22.69 pct greater than in the 
previous month. 


42 Italian Hardware 
Firms in U. S. Trade 


Expansion of joint merchandis- 
ing operations by 42 Italian tool, 
hardware and cutlery manufactur- 
ers in the United States is now 
being undertaken. Plans call for 
an increase of more than 100 pct 
in imports made by these manu- 
facturers in the coming year. 

The plan involves sales of Italian 
items solely through recognized 
jobbers. New distribution outlets 
in the Middle West and South are 
to be named within the next few 
weeks, with the first appointments 
to be made in the Chicago, New 
Orleans and Detroit areas. The 
expansion program was disclosed 
by Aldo Lubian, sales manager of 
Ente Commercio Estero Ferra- 
mente, Milan, Italy, and R. F. 
Goldsmith, import agent. 

Items produced by the Italian 
manufacturers include pruning 
shears, butcher knives, scissors, 
poultry shears and cooks’ knives. 
One of the newest lines includes 
wood screws made to American 
standards. 


Range Installation 
Rates Vary Greatly 


There’s wide range of rates for 
installing electric ranges when resi- 
dence is not wired for 220, the Na- 
tional Appliance and Radio Dealers 
Association discovered when it 
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Ne 


Stillson Wrench 
with the new 
rust-resistant finish 


the 
Walworth 





DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 


Genuine Stillion 


— Standard of Quality Since 1869 


For 80 years the Walworth GENUINE Stillson 
has always stood for the best of its type in pipe 
wrenches. Today, while the design remains 
basically unchanged, metallurgical improvements 
give the Walworth GENUINE Stillson even greater 
strength, hardness and toughness... and all parts 
have a special electroplated zinc coating to resist rust 
and corrosion. You can tell a Walworth GENUINE 
Stillson by its world-famous diamond trademark and its 
red handle. It comes in sizes from 6 to 48 inches... 


and is sold through recognized wholesalers — order now. 


WALWORTH 


valves e fittings e pipe wrenches 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 
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conducted a nation-wide wiring Sears, Roebuck & Co. 1951 1950 % Change Get S 
a ane tee ae aoe len April $216,595,972 $196,829,290  +10.0 
Three months 607,661,357 521,972,916 -+16.4 
the average around $70. : 
It wasn’t so extreme when the Montgomery Ward Ee. : se 
residence is wired but has no range April $ 95,175,221 $ 94,750,563 + 0.4 
outlet. Here rates run from $15 to Three months 267,854,762 244,194,313 + 9.7 
$50, with the average around $30. Western Auto Supply Co. 
Hourly rates for journeyman elec- April $ 10,883,000 $ 11,117,000 — 21 
tricians were from $2 to $3 with Four months 46,702,000 38,402,000 {-21.6 
most $2.25. Master electricians 3utler Brothers 
draw from $2.50 to $3.50, mostly $3. April $ 8,162,129 $ 8,033,416 + 1.6 
Types of wiring used for elec- Four months 37,766,247 33,402,844 4+-13.0 
tric ranges favored rigid conduit F. W. Woolworth Co. 
and service entrance cable. April $ 47,552,551 $ 51,622,912 — 78 Ever 
Four months 191,780,855 177,087,507 + 8.3 
Sears Had Higher S. S. Kresge Co. IMP 
* e April $ 21,102,848 $ 23,647,175 —10.7 ’ 
Sales in April Four months 85,059,710 78,096,763 + 89 ae 
Sears, Roebuck showed a healthy W. T. Grant Co. se - 
increase of 10 pct in its April sales a $ 17,872,820 $ 19,098,218 — 64 ag 
over the same month of last year, Four months 66,983,454 59,843,923 +11.9 easy 
and Montgomery Ward had a ’ 
slight gain, of only 0.4 pet for the J. J. Newberry Co. yhered : 
period. April $ 10,965,783 $ 10,721,431 - 23 sidews 
Macher wheres Dili anne Four months 41,525,703 35,766,827  — -|-16.1 “0 E 
ally had lower sales this April than H. L. Green Co. _— , 
they had in the same month of last April $ 7,291,228 $ 8,202,922 ~11.1 yr 
year. Despite this the variety Three months 22,554,949 20,808,758 + 84 aa 
stores showed substantial sales in- McCrory Stores Corp. anal 
creases for the early months of April $ 7,264,778 $ 7,837,354 == JS 
this year, as compared with the Four months 28,304,859 27,189,643 + 4.1 IMPE 
same period of 1950. ase: 


Sales totals follow: 


(Resume reading on page 15) 








For Inexpensive Quality 


feature 


ADAMS-RITE HARDWARE 


Distinctive designs in solid brass, yet priced 
to sell—these are the reasons why Adams-Rite 
hardware can make an extra profit for you. 
Write for the complete story. 





509 R-Y-W 
CAN OPENER 





JAMB BOLTS 







AT THE END OF THIS RAINBOW 
OF Fornalated COLORS... 


LET SWING-A-WAY HELP 
YOU FIND YOUR 


Your choice of 
brilliant colors: 
¥W Cherry red 
¥ Lemon yellow 
" Igloo white 



















CHECK THESE EXCLUSIVE Features 


/ SYNCRO-GEAR DRIVE 
J/ SHOCK-PROOF ASSEMBLY 
| | / 5-POSITION BRACKET 















: 2S os igh tate 
| 


THREE FAMOUS ae 
"SALES SEALS” | 








Pr 
pe 2%, 
ww “a, 
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SWING-A-WAY MFG. CO., 4100 BECK AVE., ST. LOUIS 16, MO. 


ge? ae ©: 








SURFACE & SLIDE 
BOLTS 


BALL 
LATCHES 


CREMONE 




















BOLTS | 




















ADAMS-RITE MANUFACTURING CO. 


540 WEST CHEVY CHASE DRIVE, GLENDALE 4 CALMORMIA.U SA 





IN CANADA + sENCIES LTD PORT CREDIT, ONT 
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Get Set for Quick Profits! 


Every Home-Owner Needs An 


IMPERIAL LAWN-EDGE TRIMMER! 


You'll find plenty of de- 
mand for this natiorfally 
famous Lawn-Edge Trim- 
mer which makes quick, © Sturdy, durable handle 
easy work of trimming has convenient D-Grip. 
over-hanging grass along 
sidewalks. Stock up now 
and be ready to meet 
the big demand for this 
sure-fire seller. Place or- 
ders with your jobber 
today—or write to— 


IMPERIAL BIT & SNAP CO. © RACINE, WIS. 


© Tempered steel blade 
has extra keen cutting 
edge. | 





© Specify Imperial on all 
your garden tool and 
harness hardware or- 
ders. Imperial’s quality 
line costs no more — 
yet serves you and your 
customers better! 








high standard of the in- 
dustry .. . woven evenly 
... perfectly 
straight sel- 

vage .. . heavy 
gleaming gal- 
vanizing. Your 
customers rec- 
Ognize it by 

the famous 
rooster trade- 

mark. 


Gt WRIGH 


mORCESIER = 


_, 








STEEL & 


WIRE CO. 
MAS S. 
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Amazing new clutch control. Mower operates simply by raising or lowering 
the handle . . . stops of its own accord when operator lets go of handle. Clutch 
can also be locked permanently engaged for continuous operation. Throttle 
control for various speeds is conveniently located near the handle grips. 
Powered by nationally known, 4-cycle air-cooled gas engine. 


ban 





Extremely maneuverable . . . well guarded. Air foil shaped 
blade gives smooth 19” cut to fine lawns. All steel frame 
with removeable blade guard to cut high grass and 
weeds. Cutting blade of tempered tool steel. Large 
ball bearing wheels. Powered by nationally known 
4-cycle air-cooled 2HP gas engine. For easy 
Storage handle swings to upright position. 
Also, new HOMKO Trimmer type Rotary 
Power Mowers. 


demand dependable HOMKO 
++» TRULY A QUALITY PRODUCT 


2725 SECOND AVENUE 


one 
thing 

dealers 
know... 






é 






























POWER MOWERS and LAWN SWEEPERS 
NEW MECHANICAL CLUTCH 













FOLD AWAY LAWN SWEEPER 


Extra large 6% bushel heavy canvas basket. . . unloads quickly 
and easily without clogging brushes. Picks up leaves, acorns, 
grass clippings, etc..24” brush is adjustable, and revolves 
on ball bearings. Sturdy bumper bar guard to protect 
sweeper. Comes completely assembled. Folds 
flat against wall for easy compact storage. 























ROTARY POWER MOWER 






















NATIONALLY 
ADVERTISED 







MANUFACTURED BY 


WESTERN TOOL & STAMPING CO. 


A LEADER IN THE LAWN MOWER FIELD 
DES MOINES 13, IOWA 

















CHISEL SETS 


Multiply profits by selling 
GREENLEE chisels in sets 
of 6 or 9... handsome new 
GREENLEE plastic roll makes 
it easy for youl 


GREENLEE 
Hand Tool Quick 
a Reference File GRE. NLEE 


Lhe Cleveland Chain & Mfg Co. Ce. 


(CHAIN FOR EVERY NEED Cleveland 5, Ohio GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


SLIDING DOOR HARDWARE 


When you sell Coburn Sliding Door Hardware you have the . . 
advantage of a complete line of hardware for straight-sliding, see fine pruning Shears 
sliding-folding, around-the-corner and roundhouse doors. Write for 2:9, FREE catalog 


Inclosed track * brackets « hangers * handles ¢ guide rolls ‘ , 
guides * stops © binders * chafe strips * bolts © hinges BR) x | » 


For full information send for Catalog #200 CLIPPER COMPANY 


COBURN PRODUCTS Et 


A PRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP. 
Sales Engineering: 56 Sterling Street, Clinton, Mass. * Executive Office: 500 Fifth Avenue, 
Wew York 18, N.Y. © Sales Offices: Atlanta * Boston © Buffalo * Chicago * Denver 
Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal. 




















Electrify Your Hand Elevator | (Tightens lease farnitere Slides Paint Off 
Seves operator time W/THOUT taking it apart > Hi Like Butter: | 


and labor. "Lifts 


from 1,000 to 2,000 

Ibs. with ease.” ’ 

Elevator Power 

Units. Electric Elevators. Dumb Waiters. 
Write for information and prices. Tg (() WOOD JOINTS TIGHT : 2 -) Bull Dog Cream Remover * Cannot 
. - Scorch, Burn or Damage the Surface 


DAVIS & NEWCOMER ° , 7 4 Write for full information, price list. 
Electric Elevator Co., Festoria, O. GILLESPIE VARNISH CO., 131 Dey St., Jersey City, N. J. 


WATER HEATER ra THE NEW Columbiana 
REPAIR COILS | “eld the Werld Over” Sitke 














For old, new and pn ny Eh ag Bewildered ?? SELF SU 
obsolete heaters. built oite tow moving parts *. this Colum. ey 


90 DIFFERENT MAKES 
Single, Double, Triple, *% NON-CORROSIVE VALVE ASSEM- .... then read. , EE 
Instantaneous, Multi-Coil * By, 1-FREEZE ACTION WASHINGTON NEWS — 
Send for Catalog "" * GRIPPING AND WATER WASTAGE AND VIEWS on page 
DORMONT MFG. CO. on. Be ee Wits Today fr eomplete Informe: 10 of this issue. Here 
1314 High Street Pittsbergh, Pa. Columbiona POMP C0., Cok peel Obie, U.S.A are accurate, authentic, 
~— ~ easy-to-understand _re- 
ports on the latest de- 


G r i p p er Cc li 1 p Ss b “DIAMOND N” velopments in Washing- 


Registered U. &. Pat. Ofies ton affecting hardware 


Y 

saa a Te D> Star Type dealers. This helpful 
piomeete. I ce feature in each issue 
ste Nirkel pated. — ~ Romo Boe 3 ba A 
$ don. to 8 box. is 
= 1 dos. DI > FORCE TWIST DRILLS the No. 1 choice of hard- 
atte ot —S_=—— ware dealers through- 

a tencheesscane ASH FOR CATALOG. out the nation. 


* Susen 600D =. Inc. e DIAMOND EXPANSION BOLT CO.. INC 
Orange, Mess., U.S.A. DEPT. H.A. © GARWOOD, N. J. 


has ne ——_ te rust cut. 
new ee pelude: 
*% ONE-PIECE BRONZE VALVE BODY 
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MARSHALLTOWN 
,) bs 
SUPER BALL-BEARING PULLEY 
. This Patented Fully-Enclosed 
= Ball-Bearing Washline Pulley 
if is a big seller, because it gives 
= / complete customer satisfaction. 
appea The casing holds the rope firm- 
ORD, ILL, ly in place, it cannot become 
——___ Boxed & Carded snared or frayed. Ball-bonsings 
* insure easy-running and elimi- 
$ popular priced nate noise, zinc plated to resist 
for LACQUERING, rusting. Rope is easily inserted 
VARNISHING through openings on either 
ENAMELING side. Size: 4” x 27%”. Packed 
MARKING and 2 doz. to box. Six boxes to 
TO shipping carton. Immediate de- 
anes OUCH-UP livery! Send for literature and 
trade-prices. 
M. GRUMBACHER. xc. WM. H. ZIMBALIST, INC. 
460 West 34th St., New York 1, N. Y. 262 Greene Ave., Brooklyn 5, N. Y. 
* coping ENGINEERED QUALITY TOOLS SINCE 1919 — at popular prices * 
Ow frames com Nationally Advertised Products pole sow* 
hack sa Pass sow, *« *eY 
m WS pane; lente * Gnd nest, ao planes pap comes * 
- Planes & hang , Pruning saws . eo $c jock plone? ¥ og circuit = 
Te saws screw driver rt ooth plone . walt 8 rappers 
ing sOw® knives 
GREAT NECK SAW MFRS., INC. an owls * Pu + «+ for the stars in our line 
——— MINEOLA, NEW YORK " see your jobber 
BIGGER PROFITS ——-— 

: WITH emer aS is 

SITKA DISPLAYS Tapes i (ddd 

‘ @ SAVES TIME . .. SAVES FLOOR SPACE J __ 

sen @ SHELF INVENTORY AT A GLANCE = Fre aT 4 

Canno' : +5 : 

o- ~4 MORE sig 

rice list, AY ' — 3 y anit ‘ 

City, Ne J. > od % DISPL eee A 

— 20 to 307% SPACE | , a 
Sitka designed Fixtures don't cost—they PAY 

SELF SUPPORTING @ FLEXIBLE © SECTIONAL @® NO ANCHOR NEEDED 
Ask for the services of one of our store planning and merchandising engineers. No Obligation. 
SITKA SPRUCE LUMBER & MFG. COMPANY Fixture Division, 2520 GENESEE, KANSAS CITY, MO. 

Ss "7 

e — on 

. ee ; sa 8) l | ; 

“ SF Roo0 Wood mr 

ad = ANU SMiNUM ORIGINATED Retle) AND ALUMINUM 

.- MAYES GUARANTEES ACCURACY. SERVICE a 

“ ASK VOLIU DEALE ‘AND DURABILITY® AT ASKING 

: MAYES BROS ANUFACTURING CO..!nc. PortAustin. Mich. 

1 MAYES BROS.TOOL MANUFAC CO. .Inc. Port Austin, Micu. 

e ae PEE ; iicinacis 

y 

s FOLLOW THE LEADER IN ‘'Want Ad'' ADVERTISING— 

- Year after year HARDWARE AGE has led its field in Those who contact the hardware trade know trom ex- 

- the volume of CLASSIFIED as well as DISPLAY adver- perience that HARDWARE AGE is the logical medium 
tising. Its classified columns bring together buyer and to use to secure RESULTS from their classified adver- 
seller, employer and employee. tising. Follow the leader. 

= HARDWARE AGE Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. Y. 
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Classified Opportunities Section 


C. 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solid, maximum, 50 words........ $5.00 
Each additional word.......... 10 

Positions Wanted 


(Special Rate) set solid, am, 
MP Ms i6sitiped diediesd aaa 
Each additional word ...... 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, IHerature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date. 


Remittance must accompany order Ia form 
of check or money order, not currency or 
stamps. 











Accounts Wanted 


Accounts Wanted 


Representatives Wanted 








NATIONAL DISTRIBUTORS 
Established— Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveiand @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 











MANUFACTURING REPRESENTATIVES 
COVERING 
CALIFORNIA, OREGON AND WASHINGTON 


TO 
WHOLESALE HARDWARE, MILL SUPPLY AND 
SPORTING GOODS JOBBERS 


Address Box A-125, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











MANUFACTURERS ATTENTION 


Old established, aggressive sales organization, covering 
wholesale, large dealer trade in Florida, Georgia, Ala- 
bama, desires any following lines: Mechanics tools— 
Toolboxes—Wrenches—Brushes—Plastic hose—Rope— 
Fishing tackle—Glass rods—Plumbing & Electrical 
supplies—Builders hardware. 


Address Box A-169, care of HARDWARE AGE 
100 East 42nd Street, New York 17, New York 











MISSOURI, KANSAS, NEBRASKA, IOWA 


Aggressive manufacturers’ agency: Established follow- 
ing among wholesalers and larger industrials with 
emphasis on aircraft manufacturers. Excellent cover- 
age to one additional volume line netting $5,000 or 


more. All offers carefully considered. Will personally 
discuss sales and distribution details. References 
exchanged. 


Address Box A-(58. care of HARDWARE AGE 
100 East 42nd Street. New York 17, New York 





MANUFACTURER'S AGENT SE LLING 
THROUGH JOBBERS and department stores in 
Ohio, desires new lines. Well acquainted with 
jobbers throughout territory. Address J. B. 
Moulton, 1326 Marquette, Cleveland 14, Ohio. 





Representatives Wanted 








OPPORTUNITY?? 
WE HAVE IT!! 


Full line industrial and household brushes for 
housewares, hardware, restaurant and hotel 
supply and automotive supply jobbers. All 
Southern, Western and Central States open. 
Write stating qualifications to 
Box A 134, care of HARDWARE AGE 
100 E. 42nd Street, N. Y. 17, N. Y. 











MANUFACTURERS REPRESENTATIVES 


Nationally known manufacturer of popularly priced, 
high quality dog goods lines, expanding sales organ- 
ization seeks qualified representatives with following 
amongst wholesale hardware and housewares trade 
to sell new outstanding volume promotion line. Liberal 
commissions. Protected choice territories. Full time 
or side-line. Write complete details. 


Address Box A-166, care of HARDWARE AGE 
100 East 42nd Street, New York 17, New York 




















MANUFACTURER'S 
LISHED 1932, 


AGENTS, ESTAB- 
travelling 3 men covering Wis- 
consin, Illinois, Towa, Minnesota, Milwaukee 
Headquarters. Now handling compressors and 
vises, interested in additional equipment or tool 
items. Would consider good connections on 
screws, nuts, bolts, rivets, cotter pins, etc. Ad- 
dress Box A-164, care of Harpware Ace, 100 
East 42nd Street, New York 17, New York. 





MANUFACTURING AGENTS _ DESIRE 
ADDITIONAL LINE for State of Ohio, calling 
on contract hardware, lumber dealers, jobbers for 
builders hardware and sheet metal products, Ex- 
cellent builders relationship, will exchange refer- 
ences. Address Box A-161, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 





HARD HITTING SAI.ES ORGANIZATION 
DESIRES ADDITIONAL tool line in the fol 
lowing areas: Eastern Pennsylvania, Southern 
Jersey. Maryland, Delaware and the District of 
Columbia. Best of references. For real results 
Address Box A-92, care of Harpware Ace, 190 
East 42nd Street, New York 17, N. Y. 
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Sng 


rganizations 
— WANTED — 


Large manufacturer of DIESEL 
engines wants selling organi- 
zations to handle new line of 
small DIESELS. Exclusive ter- 
ritories are open to active or- 
ganizations with broad con- 
tacts. Please advise accounts 
being handled, length of time 
in business and pertinent in- 
formation on general back- 
ground of organization. 


Address Box A-168, care of HARDWARE AGE 
100 East 42nd St., New York 17, New York 














SALESMEN OR SALES REPRESENTATIVES 


Growing manufacturers of Plastic Products 
to sell line of Appliance covers, Washing 
Machine covers, etc., to hardware stores, 
Dept. stores, Variety stores. Choice terri- 
tories open, excellent commissions. Write 
full particulars, lines carried, etc. 
TAYLOR-MAID PRODUCTS 
1776 Nostrand Avenue Brooklyn 26, N. Y. 














SALESMAN OR JOBBER TO SELL: 
engineer’s double open end 1%” x 1 7/16” 
steel wrenches. 8,000 3” hose clamps. Job lot 
grinding wheels. 1300# nickel steel rivets but- 
ton head, %” x 1 9/16”. P. M. Coogan, Jefferson 
Building, Peoria 2, Illinois, Phone 8625. 


6,000 
carbon 





SALESMEN WANTED: TO SELL COM. 
PLETE line of plumbing goods to the retail hard- 
ware trade, plumbers and lumber yards. Many 
choice protected territories open. Commission. 
Address Box A-138, care of oo Ace, 100 
East 42nd Street, New York 17, Y. 





MANUFACTURER’S REPRESENTATIVE 
CALLING ON HARDWARE TRADE TO 
SELL NEW KIND OF LOW COST FLOOR. 
ING. This completely new material feels like 
wood, looks like costly cork, wears like rock—and 
goes on with a trowel! Has many advantages 
over regular flooring material—is resilient, skid- 
proof, flame and acid resistant, termite and rot 
proof. Will not crack, chin or expand or contract 


Unlimited possibilities—for domestic and indus- 
trial installations—as new floor or replacement. 
Hundreds of satisfied users, including AAAI 


corporations. Backed by national advertising and 
direct mail. Exclusive territory still available. 
Write for additional details and advise lines now 
handled, territory covered, experience and _ refer- 
ences. Write Roc-Wood Flooring, Inc., 2268 
South Parkway, Chicago 16, Illinois. 





REPRESENTATIVES WANTED—Anmrerica’s 
fastest growing garden tool manufacturer has 
openings for sales representatives calling on 
jobbers and retail outlets for (1) all or part of 
Iowa, Nebraska, and Kansas, (2) all or part of 
Arkansas, Louisiana, Mississipni, Tennessee, and 
Alabama, (3) eastern Oregon, Washington, Idaho, 
Montana, Wyoming, and Utah. Territories in 
Canada also open: (1) Manitoba and western 
Ontario, (2) Alberta and Saskatchewan, (3) Brit- 
ish Columbia, Liberal commissions, established 
accounts and protected territories offer excellent 
opportunity for men with good following. Write 
giving full details as to experience, present lines 
handled, territory you now cover, number of men 
you travel and other pertinent information. Ad- 
dress Box A-174, care of Harpware AcE, 190 





East 42nd Street, New York 17, N. Y 
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TATIVES 














Representatives Wanted 


Business Opportunities 











MANUFACTURING REPRESENTATIVES 
WANTED WHO HAVE a following with the 
hardware, automotive, hobby, electric and de- 
partment stores trade for the most desired line 
of small tools—electrical jig saw; drill saw at- 
tachments; soldering iron and electrical all-metal 

int sprayer. Territory open: West Virginia; 

jirginia; North and South Carolina; Georgia, 





Canada and Alaska. Atkins Industries, Inc., 
5823 No. Ravenswood, Chicago, Illinois. 
SALESMAN WANTED, PREFERABLY 


WITH TOOL BACKGROUND, and now calling 
on mill supply znd machinist tool dealers. To sell 
precision dial indicator widely used in defense 
work, Protected territory, liberal 
Include in reply territory and type of ines 
carried, Replies confidential. Address Box A-170, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y 





commissions. | 








Products PLUMBING SUPPLY SPECIALTIES. 
Washin SALESMAN with foHowing only need apply. 
-e premeand To call on Hardware stores, plumbers, mill supply 
ise. tueet, & lumber yards. We are a nationally known firm 
. Write thruout the United States and have some openings 
. for a few men in Metropolitan New York, New 
England, South & Midwest territories. Side line. 
Good proposition for the right man. Commission. 
26, N. Y. Write territory now being covered. Address Box 
A-172, care of Harpware Acs, 100 East 42nd 
Street, New York 17, N. Y. 
e @ege 

Business Opportunities 
ELL: 6,000 
boll 
s. Job lot 
rivets but TOP PRICES PAID 
1, Jetierson 3 
5. for TOOLS, HARDWARE, 

ELEC. & PLUMB. SUPPLIES 

We need $1,000,000 worth of promo- 
LL COM. tional hardware, tools, appliances, etc. 
‘etail hard- These can be closeouts, discontinued 
ll or cg or distressed items, or surplus stocks. 

_ Ace, 100 We buy complete retail stores, mfrs. 
. surplus, etc. SPOT CASH PAID. Write 

or wire us what you have. 

MILT GREY, C/O FEDERAL LIQUIDATORS 
ITATIVE 407 E. 4TH — LOS ANGELES 13, CAL. 
Pode 

Oo 
feels like FOR SALE: HARDWARE STORE, estab- 
rock—and lished 30 years in thriving Southeast Louisiana 
idvantages town of 10,000. Farming and dairying center. 
ent, skid- g lease on building or will sell, if desired. 
> and rot Fresh, clean stock, will sell at inventory price. 
r contract Owner deceased. Address Box A-167, care of 
nd indus- Harpware AGE, 100 East 42nd Street, New York 

ylacement. mM, ms Ze 

g AAAI 
a s FLORIDA HARDWARE STORE!!! A well- 
~ a pot stocked store featuring honest-to-goodness hard- 
al “eben ware. Located in one of the fastest growing com- 
1c. 2268 munities around Miami, Florida. Estab'ished 13 
. years. Stock value approximately $35,000. Price: 
cost of stock plus % last year’s profit of $16,300. 

. W. Ludington, The Keyes Co., 234 Biscayne 
ae Blvd., Miami, Fla. 

HARDWARE _ STORE: 15 YEARS IN 
ee THRIVING CITY. New fixtures in new build- 
acer hee ing, classified as the most modern and_ best 
ling on equipped by the Michigan Ilardware Association. 
part ust sell on account of health. Will also sell 
aa ae building. Plymouth Hardware, Plymouth, Mich- 
see, and igan, 

n, Idaho, 

ories in 

western WILL PAY CASH 

tablished FOR CLOSEOUTS, ODD LOTS 

Bilan: DISCONTINUED NUMBERS 

of men 

on. “Ad STUART GORDON, INC. 
2 

- 21 N. W. 36 ST. MIAMI, FLA. 

, 1951 






































ARE YOU A DISSATISFIED 
HARDWARE JOBBER SALESMAN 
OR A RETAIL HARDWARE CLERK? 
Would You. Like To 


Increase Your Earnings? ? 


Why not set yourself up as a wagon job- 
ber selling direct to the hardware dealers, 
an excellent packaged line of bolts, screws, 
nuts, etc. You will enjoy receiving a nice 
order on your initial sale and also repeat 
orders every few weeks. Sales assistance 
will be given you when you start this new 
job of being in business for yourself, An 
investment of $5,000 to $6,000 is required. 
Men wanted to cover the following towns. 


WASHINGTON, D. C. HARRISBURG, PA. 
BALTIMORE, MD. READING, PA. 
LANCASTER, PA. ALLENTOWN, PA. 


YORK, PA. WILLIAMSPORT, PA. 


Address Box A-173, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











FOR SALE—WELL ESTABLISHED BUSI- 
NESS handling complete line of hardware. In- 
ternational Harvester farm equipment, trucks and 
refrigeration. Doing good volume. In Northeast 
Colorado. County Seat town, 2,000 population. 
Large trade territory. Sell at inventory cost. 
Building may be purchased or rented. Good rea- 
son for selling. Address Holyoke Implement and 
Hardware Company, Box 147, Holyoke, Colorado. 








HARDWARE STORE, HANDLING INDUS. 
TRIAL SUPPLIES, also wholesaling. Have 
many national hardware lines. Established 1923. 
Surrounded by farming, industrial, lumbering. 
Located in central Willamette Valley in Oregon. 
Doing approximately $100,000 annually. Reason 
selling: ill-health. Excellent opportunity. Address 
Box A-120, care of Hampwarz Acr, 100 East 
42nd Street, New York 17, ‘ 





FOR SALE—- HARDWARE, PAINT, 
HOUSEWARES, Plumbing Supplies and Garden 
Supply Store. Business established 43 years with 
inventory about $14,000. Will sell or lease prop- 
erty. Excellent location in Northeastern Pennsyl- 
vania. Fine reputation. No competition. Address 
H. Aloi, 24 Mount St., Swoyerville, Pennsyl- 
vania, Kingston P. O. 





Hardware store in thriving New Jersey town, 
over 100,000 population. Established 50 years. In- 
ventory over $25,000, also delivery equipment and 
fixtures. Can be bought for reasonable price, easy 
terms to right party. Address Box A-171, care of 
Harpware AGE, 100 East 42nd Street, New York 
17, 





Positions Wanted 








EXECUTIVE ca; 
management 
Experienced all phases wholesale hardware. 
Outstanding record in sales management. Have 
ed as vice-president and sales manager large 
wholesale hardware concern. 
Capable of organizing a new wholesale hardware com- 
pany or cones a small one through aggressive 
sales Managemen 
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Well 1 acquainted ith leading manufacturers serving 
the lesale hardware industry 


42nd Street. New York 








—— Box A-I4i, care of HARDWARE ee 
100 








SALES REPRESENTATIVE WITH 15 
YEARS EXPERIENCE folios hardware, paint 
& mill supply jobbers. College graduate, age 38, 
desires to represent manufacturer. Prepared to 
execute all phases of Los Angeles Sales Office. 
Address Box A-139, care of Harpware Acz, 100 
East 42nd Street, New York 17, 








Positions Wanted 


NEW ENGLANDER WANTS TO MOVE 





TO SOUTHWEST. Eighteen years’ experience 
in sales, inventory control, purchasing and ex- 
pediting. Has held administrative, sales and 


sales promotional positions for manutacturers and 
distributors, Now employed as wholesale floor- 
covering salesman, ls familiar with hardware, 
industrial tool and automotive specialties busi- 
nesses. 38 years old, family man, presents ex- 
cellent appearance and inspires confidence in per- 
sons who work under his directions. Wants to 
relocate in Southwest, References and photos if 


| desired, Will accept sales positiun on commission 
| basis, 
chusetts, 


Please write Box 85, Dedham, Massa 





SALES POSITION WANTED, AGE 338, past 
5 years employed by nationally known manufac- 
turer, traveling Southwest, calling on leading 
hardware and building material distributors, 
headquarters Dallas, Texas, Government restric- 
tions on materials caused curtailment present line, 
Address Box A-145, care of Harpware Acg, 100 
East 42nd Street, New York 17, N. Y. 





Help Wanted 








OPPORTUNITY 


IN FIREARMS INDUSTRY FOR YOUNG MAN 
WITH SOME KNOWLEDGE OF ARMS MECH- 
ANISM AND USE. REQUIREMENTS: GOOD 
CHARACTER AND ENTHUSIASM. 
Address Box A-159, care of HARDWARE AGE, 
100 East 42nd Street, New York 17, New York 














MANUFACTURERS DIRECT REPRE 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 

on straight commission. Several territories in the 
1 Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars im 
complete con dence. Address Box A-102, care of 
ea Act, 100 East 42nd Street, New York 
1 





HARDWARE SALESMAN WANTED—ES- 
TABLISHED HARDWARE, Housewares and 
Garden Supply Jobber offers excellent opportunity 
to salesman who is well acquainted with retail 
hardware stores in and around Hartford, Spring- 
field and Holyoke. All replies confidential, Draw- 
ing account and commission. Address Box A-160, 
care of HarDWARE ™ 100 East 42nd Street, 
New York 17, N. 





HARDWARE SALESMAN WANTED ES: 
TABLISHED HARDWARE, Housewares and 
Garden Supply Jobber offers excellent opportunity 
to salesman who is well acquainted with retail 
hardware stores in and around Providence, Rhode 
Island, Norwich, New London, Conn., and sur- 
rounding areas. All replies confidential. Address 
Box A-163, care of Harpware Acer, 100 East 
42nd Street, New York 17, N. Y 





SALESMAN WANTED WITH CAR. By a 
well known hardware house in New York City, 
specializing in builders hardware. A _ salesman 
with a following among lumber and hardware 
dealers to travel upstate New York on a liberal 
commission basis. Drawing account to the man 
who understands builders hardware. Address Box 
A-165, care of Harpware Acg, 100 East 42nd 
Street, New York 17, N. Y. 





HARDWARE MANUFACTURER HAS 
OPENING FOR young man—hardware experi- 
ence desirable but not essential—to be trained for 
executive position—excellent possibility for fu- 
ture. Write complete details. Address Box A-162, 
care of Harpware Acr, 100 East 42nd Street, 
New York 17, N. 





lll 

















FAST-SELLERS for Homes 


Hobby Shops, Farms, Carpentry, 
Repair Hits 





SANDER- . SAWS 
POLISHERS TOOL KITS 
BENCH <I STANDS 
GRINDERS ACCESSORIES 


Products of HOME-UTILITY Div., 
The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your HOME-UTILITY Distributor 











Auger bits | Midway Mirbrite Bits 
forevery — 


preferred by all 
purpose who wast the Gest!” 








US ax al 

Auger bits for 
electric drills 
4he” to 12/6” 


Vilwas, 


THE MICWAY "OO." CTCS ins 





Standard auger bits 
17 sizes (446” to 24/6") 


AAs 


*Mirror Bright 





Sales Office and Factory 
Melvin, Ohio on 

















SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 









Saves time and storage space... for home use 
or by workmen in building trades. 
EACH PACKAGE A COLORFUL COUNTER DISPLAY , 
Nationally advertised to builders 
and home mechanics. Order from 
your hardware jobber, or direct, if 
he cannot supply you. 
GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN 





Powerful Sales Help 
is on the Job... 





112 
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M Schlage Lock C 53 — 
ee eee ee renee tee The “Scotchlite” house numbers 
co... B Magnetc Sales Co. ....... 113 | Schlueter Mfg. Co. ........ 59 2¥2 inches high are made from 
bakelite covered with colored 
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Witty Oe ios | + ARTHUR I. PLATT & CO. : 
Rite erates a ee . FAIRFIELD, CONNECTICUT 8 
e Warwood Tool Co. ........ ea: % oe a Cheah repent 
aa @ . Western Tool & Stpg. Co. .. 107 
arbic Wheeling Mch. Prod. Co. .. 93 
Remington Arms Co., Inc. .. 43 w = oor Cc ” 101 AT T R A Cc T S . 
fe ko eee 
Revere Copper & Brass, Inc. 19 Weight Steel & Wire C C U S T O M ER S 
right Stee ire Co., 
Reynolds Metals Co. ...... 51 eS Sere 107 Q U | Cc K LY see 
78 i 19 
Co.. ALNICO* HANDY 
. MAGNET 
‘Oe 
S Yale & Towne Mfg. Co. .... 3 - This permanent ALNICO Mag- 
= net picks up nails, paper clips, 
P . bobb ins, tacks, dies, 
St. Louis Cordage Mills .... 1 oe sans @ester’s + aaa annem ip 
44 Samson Cordage Works ... 55 for greater Impulse Sules! PRICE 295 PATENT 
— Savogran Co. ..........-. 77 Zz AGNETO SALES CO. of New York 
Co. 9 Schacht Rubber Mfg. Co. .. 52| Zimbalist, Inc., W. H. ..... 109 261 West 54th Street, Mow York 18. Bae 
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DRAW TRADE - INCREASE PROFITS 


You'll find increased trade, sales and profits when you modern- 

ize with smart, new Heller Fixtures, Added attractiveness is im- 

parted to your store and merchandise. The finest in construction at ‘ 
and materials. the widest choice of designs, the sectional, inter- / ; 
changeable, sturdy, durable and warp proof qualities assure 

you of outstanding service and styling in Heller Fixtures, The 4 

quality found in Heller Fixtures is the trade mark of Heller’s 

59 years of experience in the industry. Send sketch of your 

store for free store plan and estimate. Ask for catalog No. 50. la] 


W.C.HELLER 5 CO. oy Loreen Tea) 


MONTPELIER, OHIO 
Now! Get Ready for 


: 
Hay Tool Sales! A BIG SELLER because 
midis | [thas a Hundred Uses 


with self-locking sling pulley. 
HAY CARRIERS Sheaves and frames are made = 
of our high strength malleable . .cuee $ b tf ied 
iron castings. Strong, smooth running— ° “<a, =. @ i2 
years of service. — Samer reer tie Salli 
MOLINE FORKS are available in both | 3 Shettiele 











harpoon and grapple types — seven 
models in all. Heavy steel and high 
strength malleable iron parts are used 
in the right places for best performance 
and long life. 


HARPOON FORKS MOLINE PULLEYS are made with high 
strength malleable iron frames. Sheaves 


are either wood or iron as desired — a “fe ) f j e Sticks to Anything 


wide selection of types and sizes. 


MOLINE STEEL TRACK is double strength 7 (Je G @ Mixes Easily with water 
with malleable couplings and bumpers. ‘ ..- Will Not Shrink 


Easy to assemble and erect. 
@ Becomes Hard as Stone 





Write today for 

Moline Hay Tool 
Catalog and Prices y < 
GRAPPLE FORKS é : ’ tis Every household . . . in fact 


every craftsman has use for this 





- — si miracle putty that does every- 

thing! Adheres permanently to 

Sh {; [dZ men tile, wood or metal sur- 

laces and does a perfect patch- 

@ I@ Aonge ing and smoothing job! Feature 

‘t strongly ...and watch your 

PAINT CORPORATION sales grow . . . because your 

on Sl ee, oe eee Be) customers are looking for some- 
thing like this every day! 














DOUBLE STRENGTH STEEL TRACK 


onicina. DOMES OF SILENCE *% 2: 


SELL ON SIGHT when these attention-compelling con- a %" 
tainers, box or card are displayed on counters. Genuine DOMES =” 5%” 1%” %” 
anetus. OF SILENCE glide softly, silently, smoothly 
12 Cords In © box. over all flooring; saves floors and furniture For 
we °K years the favorite with houseowners and furtacure 
uh" manufacturers. 














Ask your jobber or write 
DOMES OF SILENCE. Division of 


ROBERT E. MILLER & CO. INC. 


35 PEARL STREET NEW YORK CITY 
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in fact 
for this 
s every- 
ently to 


fal sur- 
t patch- 
Feature 





